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In Networking © 


Women’s Networking: Giving and Getting 


N etworking. What can 


‘@ we possibly say about it that hasn’t 


af 


been said before by wiser heads 
with wittier words? Isn’t it just a 
Cliche of the *80s and ’90s that will 
be taken over by the next trendy 
buzzword? Perhaps. But not for 
me. : 

I have come to view networking 
as an “artitude” — that is, a skill 
that is both an art and an attitude. 
First, networking is an art because, 
if practiced adroitly, it becomes an 
act of beauty appreciated and en- 
joyed by both people engaged in 
the dialogue. Second, it embraces 
an attitude that says all the infor- 
mation of the world is at our fin- 
gertips if we just ask for it in the 
context of a caring dialogue or re- 
lationship. This may be a little dif- 


ferent than the ’80s perception of 
networking our way to the perfect 


job by bending everyone’s ear in 


* sight. For some, that kind of one- 
way (Hi! Whatchagot for me to- - 


Princeton BPW: 
These networkers in- 
clude, from the left: 
Georgianne Vini- 
combe, Monday 
Morning Flower & 


* ~*Balloon; Kathie Ga- 


-~ 


bor, Druker, Rahl & 
Fein; Linda Feldstein, 
Weidel; Lindsay 
Liotta Forness, Dis- 
covery Toys; Charo 
Juega, Dean Witter; 
and Ruth Ann Love- 
less, Princeton Uni- 
versity Store. 


day? Thanks. Bye!) dialogue gave 
networking a bad name. 

Networking means listening as 
well as talking — a two-way com- 
munication that should result in 
both parties feeling good about the 
exchange. It uses the same kinds of 
attending skills that I employ every 
time a client walks in my office to 
tell her story. If we truly hear the 
other person’s needs, she is much 
more likely to hear and help us 
with our own. . 

Why network? Because you’ll 
receive information, references, 
advice, support and energy for 
whatever goal you’re pursuing. 
Networking isn’t just about career- 
building; it’s a life skill. 

Back in the 1970s, when my 
husband’s career took us from San 
Francisco to Pasadena to New Jer- 
sey, my life depended on network- 


ing to reestablish our young family 
in one new community after an- 
other. | began running support 
groups for relocated wives feeling 
the pressures of multiple moves. 
The first thing we did at our meet- 
ings was exchange pediatrician’s 
names, stores, directions to places, 
babysitters — the stuff of survival. 
Then we got down to laughing and 
crying over all our adjustment jit- 
ters. We didn’t call it networking 
— we just did it. And it saved our 
lives. But the most important thing 
was the support and energy we re- 
ceived from each other so that we 
could manage our family’s needs 
without losing our own sanity. 


l. my professional life, | am a 
career counselor for the Women’s 
Outreach Program of Burlington 


County College. Thus, on a daily 
basis, I counsel women as they ne- 
gotiate their way back into the 
workplace, at a time when they are 
long on terror and short on self-es- 
teem. Whether they are unem- 
ployed or underemployed, very 
few of them have learned how 
powerful and essential the artitude 
of networking is to their growth. 
Since making cold calls to set up 
information interviews is an im- 
portant part of their career search, 
the clients quickly learn that net- 
working skills are essential to their 
forward movement. 

“But why should some stranger 
take half-an-hour to tell me about 
his or her work?” they moan. I 
remind them, “Who else wants to 
hear about it? Their spouse and 


kids? Not likely. They’re sick to 
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death of it. You are the audience 
they’ ve been waiting for.” 

After making their introductory 
phone calls and explaining their 
need to research a new career, the 
clients return to my workshop the 
following week, amazed to report | 
that people actually welcomed 
them to come in for an interview. 
What they come to realize is that 
both parties are being fed. My cli- 
ents are getting information and 
support. The interviewee gets the 
undivided attention of an inter- 
ested party to talk about his/her job 
and the satisfaction of helping an- 
other human being in need. It’s a 
win/win situation — and possibly 
the beginning of a supportive rela- 
tionship if nurtured over time with 
follow-up phone calls. The added 
bonus is that the client begins to 
experience the world as a helpful 
place, and this powerful knowl- 
edge provides the incentive to keep 
moving towards new goals. 

One client confessed she was 
uncomfortable with the concept of 
networking. She felt she was al- 
ways trying to sell herself or to take 
something from the other person, 
two behaviors that didn’t sit well 
with her self-image as a devout 
Christian. I asked her to reframe 
the concept and remember that net- 
working is simply what women 
have always done. “Why don’t you 
call it “Women at the Well’?” I 
suggested, reminding her that 
women have been sharing infor- 
mation and offering support to one 
another long before recorded his- 
tory. A smile suffused her face. The 
idea of giving as well as receiving 
in the context of an honest, caring 
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, American Business 


Women’s Association 


t's no secret that as work- 

ing women we face an ar- 

ray of challenges in our 
professional and personal 
lives. One local group, the 
Princeton Chapter of the 
American Business Women's 
Association, is excited about 
the support and solutions it 
provides. 

“The ABWA offers a safe en- 
vironment for women to de- 
velop their professional skills,” 
says Andrea Sacchetti, chap- 
ter president. 

“In the workplace, if you try 


*Something and it doesn’t go 


well it can effect your compen- 
sation or your job security.” 
Adds Sacchetti, “It can also 
lead one to be cautious, to 
avoid taking risks. In busi- 


ness, if you don’t take calcu- 
_ lated risks, your career stag- 


nates. 
“At ABWA chapter meet- 
ings, we give women opportu- 
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Portraits of Risk Takers and Skill Builders 


nities to work on skill develop- 
ment and cultivate leadership 
potential, as well as to boost 
professional confidence.” 

Through the ABVVA local 
chapter, professional women 
of all ages come together for 
networking, support, skill build- 
ing, career strategy discus- 
sions, business idea develop- 
ment, and friendship. “After a 
long day at work, women 
often come to the meetings 
tired and drained. They go 
away with more energy than 
when they came.” 

While fellowship is impor- 
tant, Sacchetti notes the im- 
portance of networking. 
“Many underestimate its po- 
tential and power. It can make 


an incredible difference in 
what opportunities are avail- 
able to you. Opportunity is 
key to career development.” 
She adds that women need to 
join professional associations 
such as the ABWA, as well as 
organizations particular to 
one’s career field. 

“Often we can't discuss of- 
fice issues at the office, such 
as Office politics, career strat- 
egy, or how to ask for a raise. 
No one there will really tell 
you how to groom yourself for 
a promotion or help you map 
a career plan. Your coworkers 
are your competitors. These 
things certainly aren't avail- 
able from your competitors. 
And many bosses may not 


have the savvy or under- 
standing to help you, or they 
may be focused on an 
agenda other than yours.” 
One of the primary issues 
facing professional women to- 
day is the glass ceiling. At an 
upcoming meeting the ABWA 
will be discussing how to deal 
with career plateaus. “It's a 
real experience that many 
people are having,” says Sac- 
chetti. “One response is to 
pull together and develop a 
strategy and go for it. Another 
is to go into business for your- 
self. You need to ask yourself 
how you want to spend your 
energy and where you want to 
go.” : 
The Association is a diverse 


group of women from a vari- 
ety of professional back- 
grounds. There is an even 
mix of small business women 
and corporate professionals. 
“The diversity is part of our 
magic.” 

The Princeton Chapter of 
the American Business 
Women's Association meets 
on the second Tuesday of 
every month. At each meeting 
there is a special speaker and 
topic. In addition, several 
times each year the ABWA 
holds events, such as busi- 
ness card exchanges and 
fund raisers. A vendor 
fair/business card exchange 
is planned for May with the 
theme, “Women in Business.” 


The American Business 
Women’s Association, — 
Princeton Chapter, 301 
North Harrison Street, Suite 
101, Princeton, 609-924- 
7770. Fax: 609-924-8825. 
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Free Investment Seminar 


Financial Independence 


CAM Consulting Services 


laudia A. Monte, president of 
CAM Consulting Services, is 
a firm believer that the better 


people communicate in business the 
more productive and satisfying their 
work and their business relationships 
will be. 

CAM Consulting Services, a man- 
agement and communications con- 
sulting firm, specializes in providing 
innovative, customized training pro- 
grams to individuals and groups in 
any type of organization. 

“At CAM, our focus is on the client. 
We tailor our training programs to 
meet the needs of every group we 
work with. We do not pull material off 
the shelf and make people fit into a 
mold. We build real life into our pro- 


for Today's Woman 


If you are a woman with money to manage, 
you're not alone. 


Whether you are single or married, working inside or 
outside of your home, understanding money and investments 
is step one in planning for a comfortable retirement, funding 
college education for your children, or sharing in family 
financial decision making. 

Join us at this educational seminar. You'll learn how to: 


*“* Set specific and achievable financial goals. 


“+ Organize your current finances. grams,-Each project is unique t 
2 each client. It becomes their pro- 
** Build a portfolio of stocks and bonds. gram, not ours.” 
“+ Select investments that are most likely to A partial list of the programs CAM 


offers includes Communicating Effec- 
tively, Professional Presentation 


achieve your goals. 
Skills, Business Writing, Assertive 


¢* Monitor the performance of your inve n 
: P y BTLERIS. Communications, Conducting Per- 
: formance Appraisals, and Success- 
Date: Tuesday, January 31, 1995 fully Supervising People. Additional 
Speaker: Maria Juega, Account Executive programs focus on time, stress, and 
‘a : : conflict management. 
Time: 9:45 pm-7:45 pm “We've also developed programs 
Place: 1009 Lenox Drive, Building 4, East Wing regarding team building. The more 


people work together as a team the 
better they meet their business objec- 
tives. 

“Again we return to communication 


Lawrenceville, NJ 


Admission is free, but seats are limited. Please call today to 


because of the way people speak to 
each other. We provide that key.” 

CAM concentrates on client needs. 
“We are willing to deviate from nor- . 
mal training classroom meth- 
ods...whatever will best suit our cli- 
ents, that’s our objective.” 

Monte comments that the key to 


training that works is understanding = 


the client. And it doesn’t end when 
the seminar is over. “There has to be 
reinforcement and ongoing skill devel- 
opment for there to be behavior 
change, for one to see learning actu- 
ally applied,” she says. CAM is com- 
mitted to customer service and fol- 
lows up with clients to address any 
additional needs or concerns. 

Many professionals cannot afford 
the time for group training programs; 
sometimes executives desire private 
instruction. To meet this need, Monte 
offers individual training. 

Along with training programs, CAM 
provides experienced facilitators for 
meetings and retreats. 

“This year we've added a new serv- 
ice, independent client retention sur- 
veys. We follow up with our clients’ 
customers and obtain constructive 
feedback on the quality of services 
provided. This information is then 
evaluated to help our clients learn 
why they are retaining their custom- 
ers or why they are losing them. The 
question is, how can businesses 
serve their clients better? Answer 
that and you will succeed. 

“Our goal is to foster and build 
good communication skills to help in- 
dividuals and businesses thrive in 


reserve your place. Refreshments will be served. skills. Many times, teams break down this challenging and diverse business -@ 
609-844-7972 D E A N WITTE R | CAM Consulting follows up with tts clients’ customers and ob- 
Ask for Virginia Diciurcio tains constructive feedback on the quality of services provided. 
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Our designers will help you coordinate a complete custom look— 
custom bedspreads, dust ruffles, shams, pillows, slipcovers, etc. 
Please call for a free shop at home consultation. 
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environment. Today people 
are faced with added busi- 
ness stresses, of downsizing, 
restructuring, and doing more 
with less. What we try to do is 
help give them the skills to 
better face these challenges. 

“The basis to everything in 
business is good communica- 
tn skills. If that is missing, 
nothing else works.” 


CAM Consulting Serv- 
ices, P.O. Box 469, 
Crosswicks. Phone/Fax: 
609-291-1937 


The Carlisle 
Collection 


t's important for a working 
woman to look profes- 


sional, but many women 
simply don't have the time it 
takes to build a business 
wardrobe. And building a 
strong wardrobe can cost a 
tremendous amount of 
money. “That's where the Car- 
lisle Collection comes in,” 
says Daphne Pontius, sales 
consultant. 

The Carlisle Collection is 
quality women’s clothing. The 
creations are comparable to 
the designs in many of the 
fashion houses in Paris and It- 
aly. “While the clothing looks 
like the top designers,” says 
Pontius, “the Carlisle Collec- 
tion is more affordable.” Pon- 
tius describes the materials 
as*second to none. 

Carlisle matches the quality 
and creations of top design- 
ers, and gives the working 
woman just what she needs. 
“Time is a cherished commod- 
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Carlisle’s work clothes perform well into the evening. ‘Just change accessories;’ 


Frames & Framers has an option that allows customers to do their own framing. 


ity,” says Pontius. “At Carlisle, 
we have a range of clothes 
and accessories that are al- 
ready coordinated, allowing 
us to provide our customers 
with one stop shopping.” No 
more running around to sev- 
eral shops every weekend. 
No more hoping you can 
find a shoe that goes with the 
outfit. The Carlisle Collection 
takes the guess work out of 
work clothes. “We offer a 
range of scarves and jewelry 
designed just for our clothes. 
The Carlisle Collection also 
has a special arrangement 
with shoe manufacturers. We 
can tell you who makes a 
shoe that will coordinate with 
an outfit from the Carlisle Col- 
lection, and where to get it. 
“And we make special ac- 
commodations for our clients. 
Our clothes are shown by ap- 
pointment. In the Princeton 
area | also deliver the clothes 
to the client's home or office. 
The professional woman 
doesn’t have time to shop. | 
work around her schedule.” 
The Carlisle Collection was 
designed with an eye for fash- 
ion, and an understanding of 
what professional women 
need today. “Women want 
style, function, and durability.” 
The clothes follow classic 
lines but can be adapted to 
anyone’s personal style. 
“They are simply beautifully 
tailored and well-lined, and 


they do not go out of fashion. 

“And they travel easily. Be- 
cause they coordinate so well, 
you can pack less.” 

Carlisle's work clothes per- 
form well into the evening. “All 
you need to do is add or 
change your accessories and 
you're ready,” says Pontius. 

“| find this type of collection 
absolutely invaluable. As a 
professional woman myself, 
it's all | wear. Once you wear 
them you believe in them.” 

So do her clients. “Most of 
my business is repeat busi- 
ness. People who shop this 
way just keep coming back.” 


One of Pontius’ favorite sto- - 


ries is about a woman who 
bought a $4,000 designer suit 
in Paris. Some time after her 
return she met with Pontius 
only to find a similar Carlisle 
Suit of the same fabric for ap- 
proximately $500. 

The collection is available 
in sizes 2-16. Pontius will be 
showing the spring collection 
by appointment January 21- 
26. 


The Carlisle Collection, 
Princeton, 609-924-3445. 


Frames & Framers 


udy Grow is a framing en- 

abler. As a crafter, she 

knows the satisfaction of 
mishing a project. When 
Grow founded Frames & Fra- 
mers, she recognized “the 


benefit of actively involving 
our customers in the framing 
process.” 

That's why, in addition to of- 
fering standard custom fram- 
ing services, Grow imple- 
mented an interactive option 
that allows customers to actu- 
ally do their own framing. 

“We frame everything from 
diplomas to art work to chris- 
tening gowns,” says Grow. 
“We even framed a piece of 
the Berlin Wall for a customer 
who was in Berlin when the 
wall was dismantled. 

“Because our shop is so 
big, we are able to inventory 
more than 20,000 feet of qual- 
ity moldings and an equally 
large selection of mat boards 
and glass, says Grow. This 
eliminates the often long wait- 
ing period for single small or- 
ders to arrive from the manu- 
facturer. In turn, this allows us 
to greatly reduce the time in- 
volved to frame an object and 
return it to the customer, usu- 
ally one week for custom fram- 
ing. 

For customers who want to 
eliminate the wait altogether, 
Frames & Framers offers a do- 
it-yourself option. After the 
customer has selected a mold- 
ing, Grow or a member of her 
staff measure and cut the 


- frame, to insure accuracy, and 


then assemble it. Next, the 
customer cleans the glass, 
places the object into the 
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frame, seals it and secures 
the hanging device, all with ex- 
pert assistance. 

“This option saves the cus- 
tomer both time and money,” 
says Grow. “Placing the ob- 
ject in the frame is the most 
time-consuming part of fram- 
ing. By assisting in the proc- 
ess, the customer can have a 
framed object in about an 
hour and cut labor costs.” An 
additional benefit is the sense 
of accomplishment the cus- 
tomer feels in having partici- 
pated in the framing of a spe- 
cial item. According to Grow, 
about 40 percent of her cus- 
tomers choose this option. 

Grow’s venture into the 
framing business began 18 
years ago when she switched 
roles with her artist husband 
and became the family’s ma- 
jor breadwinner. A friend en- 
couraged Grow to buy a pic- 
ture framing franchise. 

Although Grow, a former 
music teacher and author of 
two books on needlework, 
had no business experience, 
she taught herself such busi- 
ness essentials as bookkeep- 
ing and accounting. Grow’s in- 
dustriousness paid off: her 
franchise was self-sustaining 
within one year. 

Grow left the franchise four 
years later and continued the 
business under the new name 
Frames & Framers. Ten years 
ago, she opened a second 
store in Short Hills. In that 
time, Frames & Framers’ cus- 
tomer base has grown to in- 
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_ Live and Work 


Joyfully — 


NCETON 


We help busy people to enjoy life to the fullest, wheiher it's a 
soothing massage, a working women's rap group, or an hour of 
water aerobics, you'll walk out better prepared to prosper. 


¢ Adult Education and Enrichment Classes and Workshops 
¢ Personal Fitness Training 
¢ Aerobics - Step - Weight Training - Yoga 
¢ Jazz - Ballet - Tap Classes - Country Western Dancing 
¢ Orienteering 

¢ Martial Arts 

¢ Clubs & Support Groups 
¢ English as a Second Language 


And that’s not all! Call for more information. 


609-497-2100 


Paul Robeson Place, Princeton 


Building Better Lives 
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clude corporate clients such 
as the Dow Jones Company 
and Bristol-Myers Squibb. 
“For the past six years, we've 
provided all the framing for 
The Metropolitan Opera Gift 
Shop,” says Grow. 

In addition to resourceful- 
ness and knowledge of her 
product, Grow attributes her 
success to her 30-year part- 
nership with her husband. 
“Without his support and will- 
ingness to care for our chil- 
dren and tolerate my long 
days, | would not have been 
able to turn our business into 
a prosperous enterprise.” 


Frames & Framers, Mer- 
cer Mall, Lawrenceville. 609- 
452-1091. Second store lo- 
cated at the Millburn Plaza, 
Short Hills. 201-564-7840. 


Gloria Nilson 
REALTORS 


ince opening its doors 
eleven years ago, 
Gloria Nilson REAL- 


TORS has cultivated a power- 
ful understanding of the 
Princeton marketplace. 
“We've been successful be- 
cause we take the attitude 
that when you are changing 
your home,” says manager 
Estelle O'Connell, “you need 
an agent who can understand 
the emotional dimension while 
helping to steer you through 
the complex process.” 

She should know. As a suc- 
cessful agent herself, she has 
attracted top producers into 
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the fold. “I pride myself on the 
fact that our agents combine 
technical Knowledge of the 
market with personal skills. A 
good real estate agent is one 
who knows what the area of- 
fers, what the client needs, 
and where to find them a per- 
fect match. 

“Today it takes a lot to suc- 
ceed in this business. | call 
our sales associates stars. 
Robin Wallack is our brightest 
star, having achieved over 15 
million dollars in home and 
property sales this year. 
Joyce Bergen completed 
more than 5 million, Diane Ur- 
banek, Ruth Sayer, Margie 
Boozer, and Anna Sinnis have 
all completed more than 2 mil- 
lion in transactions them- 
selves this past year.” 

“The business has changed 
a lot in the past twenty years,” 
says O'Connell. “During the 
hot market years of the 
1980s, property was bought 
and sold quickly. Fortunes 
were made that way. 

“That's not to say that land 
is no longer a good invest- 
ment. It will always be a great 
investment, they're not mak- 
ing any more! 

“But today, people are in- 
vesting more into their own | 


homes, making them wonder- 


ful places to live and work, 
which points out another trend 
that is important today. Many 
families now need homes that 


lend themselves to home of- 
fices. They're looking for up- 
dated wiring, spaces that al- 
low separation from the flow 
of family life without being too 
cut off, and appropriate zon- 
ing.” 

And because there are 
more adult children returning 
home and older parents who 
are living longer and may 
need care, many buyers need 
a home that will suit multi- 
generational living. Baby 
Boomers are now calling 
themselves the “Sandwich 
Generation.” 

Families want to know what 
resources are available, the 
strengths of different area 
schools, health and child care 
facilities, relative values of 
properties in their chosen 
neighborhoods. 

“The best news, though,” 
says O’Connell, “is that real 
estate is still a very good in- 
vestment, and that right here 
in the Princeton area we can 
help you in selling your house 
or finding just the right home.” 


Gloria Nilson Realtors, 
230 Nassau Street, Prince- 
ton, 609-921-2600. Fax: 609- 
924-3593 


Ideal Tile 


lot of people have 
trouble visualizing the 
end result when they 


use ceramic tile," says Alice 


Canning, owner of Ideal Tile. 
“Tile is a great material. It's 
functional and easy to care 
for. It survives well under fam- 
ily living and entertaining, 
takes only minimal mainte- 
nance, and lasts a lifetime. It 


truly is a capital improvement.” 


Ideal Tile’s showroom has 
kitchen and bath vignettes 
which help clients to visualize 
how Canning’s ideas will work 
in their homes. Now able to 
do complete in place renova- 
tions of kitchens and bath- 
rooms, Ideal offers custom 
and stock cabinetry, and spe- 
cial touches like granite, for- 
mica, or Corian counters — 
all fine materials energized by 
skilled and careful artisans. 

Precise scheduling makes 
a kitchen or bath renovation 
possible in one week. 

Recently Canning’s staff 
worked on the renovation of 2 
1/2 bathrooms in the Prince- 
ton home of internationally 
known architect Michael 
Graves. The rooms, with lots 
of marble and Graves-de- 
signed glass mosaics, re- 
quired a high level of exper- 
tise that has garnered Ideal 
additional elite installation 
commissions. 

Canning and her sons have 
extensive credentials in large, 
highly detailed projects. They 
give full attention to small 
renovations ranging from a 
backsplash to new kitchens 


Gloria Nilson REALTORS finds that many families now need homes with home 
offices; Ideal Tile offers custom and stock cabinetry, and special touches like 
granite, Formica, or Corian counters 


and bathrooms. “We often 
take a customer's wallpaper 
colors, fabrics, and patterns,” 
says Canning, “and create a 
custom painted design for 
them. That might mean a few 
special accents or an entire 
wall mural. We work with a 
very versatile artist. 

“When a client is ready for 
serious planning, we first look 
at the blueprints or floor plan. 
We explore what kind of feel- 
ing they want to create. We 
make suggestions working 
with materials, color, and 


budget to create a satisfying nn 
personal or business space.” 
When the decision is made & 


to employ Ideal for the full in- 
stallation, technical drawings 
and elevations are produced. 
“As far as | know, we’re the 
only tile store in the area that 
is capable of this,” says Can- 
ning. “It’s a terrific tool that al- 
lows the client to see on pa- 
per exactly how things are go- 
ing to look. 

“Tile installation is part art, 
part science, part finesse,” ex- — 
plains Canning. “We have our 
own master mechanics so 
that we can guarantee the 
quality. We stress that while 
they are working in your home 
or office, they must adhere to 
our standards of quality, cour- = 
tesy and cleanliness. We're in 
control of every job site, and 
don't subcontract any tile 
work.” a 

Canning became interested 
in working with ceramic tile 
while attending the New York 
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COMMUNICATION TOOLS 
FOR THE 21st CENTURY 


Linda Kibrick MSW, LCSW 


Over 30 Years Experience 


William Rhoads MSW,.LCSW Specializing in... 


INDIVIDUAL ¢ FAMILY e COUPLES 
-¢ PREMARITAL ¢ MARITAL 
SEPARATION AND DIVORCE 
¢e ALCOHOLISM & ADULT CHILDREN OF ALCOHOLICS 


AAMFT Clinical Members 
Board Certified Diplomates 
Licensed Clincial Social Workers 
Licensed Marriage Counselors 
Certified Alcohol & Drug Counselor 


K&R COUNSELING & PSYCHOTHERAPY 


- 
{Next PAIRS Class an | FREE 


begins 2-Hour PREVIEWS on PAIRS — 
Februar y 1 8, 1995. _ (Practical Application of Intimate Relationship Skills) 


Call for information. : ale t ate January 21, 28 & February 4 at 2pm. 
» 7 oe Sunday, February 5 at 7 Rime ee 


(Ask About Our 
Business Relationship 
Seminars 


Day, Evening & Weekend Hours Available 
2 HEATHWOOD DR., EAST WINDSOR TWP. 


448-7333 
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hace ee 


cane 


Pl eet 


For Childbirth Class Information 
or 
To Locate One of Our Board Certified Obstetricians, 


Call The Physician Referral Service 
609-497-4197 


The Medical Center at Princeton 
253 Witherspoon Street, Princeton 


, => 


ERLCUTIE 
DRESSING 


ay 
lf 
PHSTIOTS 


fD 
fOOTWEIR 


1905 Route #33 
Hamilton Square 


New Jersey . 
08690 
(609) 586-7777 


Mon., Tues., Wed. 10-5 
Thurs. 10-9 
Fri., Sat. 10-5 
Open Sunday 12-4 
1-800-894-9671 


6 U.S. 1 
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School of Interior Design. Sub- 
sequently she founded Ideal 
Tile, a family owned business 
which has been at its present 
location for 11 years. 

In addition to ceramic tile, 
Ideal also provides and in- 
Stalls marble for floors and 
walls, and terra cotta. “Terra 
cotta is especially popular 
right now,” she says. “It gives 
a room an informal country 
look, very different from what 
you can accomplish with mar- 
ble or ceramic tile.” 


Ideal Tile, 2901 Route 1, 
Lawrenceville. 609-771- 
1124. Fax: 609-771-6863. 


K & R Counseling 

and Psychotherapy 
Associates: A Com- 
munication Center 


n 1988 therapist Linda Ki- 

brick was in New Orleans 

at a professional confer- 
ence held by the American As- 
sociation of Marriage and 
Family. Keynote speaker Lori 
Gordon, founder of PAIRS, a 
preventive maintenance 
course for relationships, was 
directing exercises from her 
program. Kibrick, who was at 
the conference with her hus- 
band, therapist William 
Rhoads, remembers the exer- 
cise and how it “made me real- 
ize that there was something 
unique about the program. 
When my husband talked, | 
didn’t hear what | wanted to 
hear. 1 heard him. | could truly 
understand what he was feel- 
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ing.” Kibrick now teaches the 
PAIRS program through her 
practice, K & R Counseling 
and Psychotherapy Associ- 
ates in East Windsor. 

“Many think that if they talk 
with each other they are com- 
municating,” says Kibrick. 
“But often what is being heard 
and understood is not what 
was actually said. People 
don't have the skills to com- 
municate clearly. It isn’t just 
the problems in the relation- 
ship but the different commu- 
nication style which can 
Cause pain and frustration.” 

Kibrick’s practice with Wil- 
liam Rhoads has a special fo- 
cus on the PAIRS program 
and the communication skills 
it fosters. The 120-hour long 
program is unique and com- 
prehensive. 

“The length of the pro- 
gram,” says Kibrick, “enables 
participants to learn a tremen- 
dous amount about them- 
selves and their background.” 
Kibrick also stresses that the 
program is about skills, not 
therapy. 

“Our goal is to give the par- 
ticipants the basic tools so 
that they can speak and un- 
derstand each other. We want 
them to understand better 
what's going on, to be able to 
negotiate for what they want, 
and to achieve clarity in com- 
munication. They leave with 


‘Her Place:’ Out with the Scale, 


In with the Exercise 


er Place, the new women’s aerobic 

studio located in the Alt's gymnastic 

complex, offers an alternative to the 
big gym atmosphere. The goal of Her Place, 
says Alaina DeBenning, aerobic director and 
partner in the studio, is to “bring women of 
all ages, shapes, and fitness levels back into 


an exercise program. 


“We accomplish this,” says DeBenning, 
“by offering small classes of 10 to 14 partici- 
pants. At Her Place we do not believe in 
bodysuits and matching socks. That's not 
what aerobics is about. Aerobics is about 
strengthening the heart and lungs and mus- 
cles. We do not promote body image in any- 
way, nor do we use scales. Scales only drive 


you crazy. 


“Instead, we promote a complete healthy 
lifestyle that will lead to permanent weight 


the tools to better resolve con- 
flict.” 

PAIRS is for men and 
women in any stage of a rela- 
tionship, whether they are sin- 
gle or married, separated or 
divorced, living together or en- 
gaged, entering a new rela- 
tionship or dating, or marrying 
for a second time. “With 
PAIRS,” says Kibrick, “the 
goal is to help people develop 
skills for sustaining loving and 
healthy relationships, as well 
as to discover the causes of 
disappointments and to avoid 


management and a weight that is healthy for 


you,” says DeBenning. | 
Too many women become obsessed with 


the children. 


the “ideal” body image, says DeBenning. 
“Remember,” she adds, “no one looks like 
the cover of Cosmo.” 

Her Place also encourages children to par- 
ticipate in physical activities and offers an ex- 
cellent childcare program, with activities for 


At this time Her Place offers low-impact 


and step classes in the morning, as well as 
lunch-time classes and evening classes tai- 
lored for busy working women. 

Her Place plans to expand to a separate 
and larger facility in the fall. “We will offer all 
levels of aerobic classes, weight training and 
cardio equipment,” says DeBenning. “We 
hope to become the new place for all women 


to work out in the Princeton area. 


mistakes made in previous re- 
lationships. PAIRS can also 
help people improve an unsat- 
isfying relationship and en- 
hance their ability to create a 
fulfilling future with their part- 
ner. 

“Who is going to decide 
what, who is going to get their 
way, whose needs and de- 
sires are going to be met may 
be the most important issues 
couples have to resolve. In re- 
lationships that work well, part- 
ners share power and seek 
mutually agreeable solutions.” 


‘With PAIRS,’ says Linda Kibrick of K & R Counseling, ‘the goal is to help peo- 
ple develop skills for sustaining loving and healthy relationships.’ 


Her Place, at the Alt’s Gymnastic Cen- 
ter, 745 Alexander Road. 609-452-8430. 


Kibrick adds that the skills 
taught in the PAIRS program 
are also used to work with in- 
dividuals and families. 

Linda Kibrick has a Master 
of Social Work degree from 
Rutgers University and has 
served on the faculty there 
and at Mercer County Com- 
munity College. She speaks 
widely on interpersonal rela- 
tionships and addictions. She 
is a licensed clinical social 
worker, licensed marriage 
counselor, and certified alco- 
hol and drug counselor. 


K & R Counseling and 
Psychotherapy Associates 
— A Communication Cen- 
ter, 2 Heathwood Drive, 
East Windsor, 609-448-7333. 
Fax, 609-448-1359. 
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Granite « Marble « 


Interior Design Service 
Guaranteed professional installation 
by our master mechanics 


Complete 
Kitchen & Bath 
Remodeling 
is now available. 


Yorkstowne Stock Cabinets and Custom Cabinetry. 


Corian * Formica 


Fabrication now available, as well as 
ceramic and terra cotta Tile. 


609-771-1124 


Route 1 Plaza Shopping Center (2 miles South of Quakerbridge Mall) 
Monday-Friday 9-5:30, Thursday 9-8, Saturday 10-5 
or by appointment 


KYMA Technologies 


magine you are at the of- 

fice. You are expecting 

electronic mail from the 
vice president of your firm. 
She's in Seattle, you're in 
Princeton. You need to make 
sure you receive the file she’s 
sending, but a client is having 
an emergency and you have 
to go on the road. With a new 
technology called intelligent 
agents you can tell your com- 
puter to contact you when the 
Vice president calls. The intel- 
ligent agent will automatically 
beep you and let you know it’s 
arrived. 

This is just one of the new 
projects being worked on by 
KYMA Technologies, a com- 
puter consulting and training 
firm. “Our goal,” says 
Christine Gall, senior vice 
president, “is to provide you 
with services and tools that 
will help your staff be more 
productive and self-sufficient. 

“We have the technology at 
our fingertips. What is new to 
market we examined last 
year. We know what is com- 
ing out, what directions tech- 
nology is taking. and what will 
best serve your company.” 

Gall notes that many com- 
panies are failing to keep up 
with constantly changing tech- 
nology. “Every time you read 


_ about the latest program it is 
~ already outdated.” Gall sum- 


mons the analogy of buying a 
new car; the minute you drive 
it off the lot it has depreciated 
in value. 
“We bring businesses up to 
the point that they need to be. 
Many treat buying software as 
a matter of keeping up with 
the Jones's rather than what 
best suits their company. We . 
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help them deter- 
mine the software 
that they truly 
need.” KYMA also 


‘Get the new computer technology to work for you,’ says Christine Gall of KYMA Technologies; 
‘When you hire us, you deal with top people because that’s all there is,’ says Leslie Mullen. 


develops software 
and systems for 
business and entertainment in- 
dustries. 

In addition KYMA has de- 
signed an executive training 
program to teach profession- 
als how to use technology to 
their advantage. Gall de- 
scribes the program as “boot 
camp.” Says Gall: “Because 
most executives can't afford 
much time away from the of- 
fice, we have an intense train- 
ing program that will quickly 
and thoroughly bring them up 
to speed.” 

KYMA also serves clients 
with system emergencies. 
The company has formed part- 
nerships with some of the 
leading software manufactur- 
ers. Gall remembers when 
one of KYMA’s clients, the 
Mayor’s Office of Film, Thea- 
ter, and Broadcast in New 
York City, was in crisis. Their 
network administrator had re- 
signed, leaving the office with 
projects half completed, over 
$250,000 in hardware and 
software that wasn’t config- 
ured properly. They needed to 
pull things together quickly. A 
Microsoft office referred 
KYMA. “After an initial assess- 
ment by our Systems Archi- 
tects, we spent an entire 
weekend at their offices, re- 
configuring their systems, cre- 
ating new front-ends to their 
data, and providing emer- 
gency support and training. 
By the following Monday 
morning the office was again 
in service, helping make New 
York City one of the most 
filmed and theatrical sites in 


the world.” 

Technology has us in its 
grasp and it’s not going away. 
“Get the education, get the ex- 
posure,” advises Gall, “and 
get the technology to work for 
you.” 


KYMA Technologies, 16 
Village Boulevard, Prince- 
ton, 609-734-7409. Fax, 609- 
497-6377. 


Leslie Mullen 
Graphic Art 


ver twenty years of 
experience in the 
field of corporate 


communications gives Leslie 
Mullen of Leslie Mullen 
Graphic Art in Kendall Park, 
New Jersey the know-how to 
get a project out on time and 
within budget. 

Before founding Leslie 
Mullen Graphic Art in 1988, 
she worked for fifteen years 
as a senior art director for 
E.R. Squibb & Sons. Before 
that, she was the corporate 
art director for a major paint 
company in New York City. 

“My work on the client side 
of the business gave me the 
opportunity to see the mis- 
takes that agencies make, 
and to correct them when | be- 
gan my own,” says Mullen. 

In addition to the traditional 
artistic methods employed by 
the graphic designers, Leslie 
uses desktop publishing to 
meet her clients’ objectives. 
Her computer expertise in- 
cludes Macintosh proficiency 
in QuarkXpress, Adobe Illus- 
trator, Typestyler, Photoshop, 


and Aldus Freehand, making 
the scope of her capabilities 
very broad. This enables her 
to provide her clients with a 
variety of choices and means 
of design when they contract 
a project. 

Printed communications 
such as marketing brochures, 
user’s manuals, letterheads, 
or posters, from concept to 
printing - including design and 
production - are the specialty 
of Leslie’s small design stu- 
dio. She believes that keeping 
her firm small benefits her cli- 
ents, and says ,"We're small, 
and we think that’s a plus. It 
means that when you hire us, 
you deal with top people, be- 
cause that’s all there is. We 
listen better and work faster 
than an ad agency." 

Leslie says that she is often 
asked exactly what a graphic 
design studio does."! tell peo- 
ple that it is the graphic de- 
signer’s job to work closely 
with the client and the project 
writer, paying attention to 
ideas and objectives and then 
to provide layouts and final de- 
signs to accompany the writ- 
ten text. Providing a written 
estimate for all services to 
keep the job within budget is 
also essential," she says, “as 
is providing photos and illus- 
tration as needed. 

“In some instances, it is pos- 
sible to use the files for desk- 
top publishing to print the 
piece, which can save many 
typesetting dollars.” She finds 
that more and more of her cli- 
ents are opting for this 
method of publication to keep 


Stark & Stark Women Attorneys' 


Breakfast Seminar Series 1995 


— 


within restricted budgets. 
Leslie considers herself 
part of a team with writers, 
photographers, illustrators, 
other designers, and printers 
that makes each communica- 
tions piece tell a story. “Creat- 
ing something that suits the 
clients’ objectives, and is truly 
creative is what makes me en- 
joy this business so much.” 


Leslie Mullen Graphic Art, 
3530 Highway 27, Kendall 
Park 08824. 908-821-3088; 
Fax: 908-359-5967. 


Luttmann’s Luggage 


n an age where most 

products and services are 

dedicated to progressing 
toward the future, Luttmann’s 
Luggage is holding on to the 
tradition of the past. “This 
business was started in 
1904,” says owner Frank Ri- 
catto. “The business has al- 
ways been about providing 
the finest in merchandise, 
whether it be leather goods, 
writing instruments, or lug- 
gage.” 

Ricatto has noticed that in 
this day of computers, elec- 
tronic mail, and the Informa- 
tion Superhighway, people 
are sensing the loss of the 
personal touch, the human 
element. As a result, notes Ri- 
catto, “They are starting to 
look to the past for that tradi- 
tion of quality, that tradition of 
personal style.” 

One example is the resur- 
gence of use of fountain 


Continued on following page 


On the road: 
"Campus Safety" 


January 25 "Sex, Drugs and Rock & Roll: The Legal Concerns of Parents with Teens" 

8:00 a.m. An overview of legal issues regarding "consensual" sex; drug and alcohol use; social host liability 
statutes; auto insurance and liability; juveniles in the criminal and civil justice systems. 
Moderator: Beth Baldinger, Esq. 

March 22 "Networking for Professional Women" 

5:30 p.m. What should you do when you enter a room full of strangers? Receive networking tips from an 
expert and from women professionals and discuss ways to make networking work for you. 
Moderator: Elizabeth Walsh Kreger, Esq. 

April 26 "Child Safety: Toy Guns to Video Games - What Every Parent Should Know" 

8:00 a.m. From daycare through graduation, the environment children develop in presents not only exciting 
challenges, but also dangerous risks. This presentation will educate parents and other concerned 
individuals as to potential hazards and how to safeguard a child's health and safety. 
Moderator: Lorena Haumann Miller, Esq. 

June 7 "Financial Planning for the Financially Intimidated" 
Do you know what types of investment vehicles are available? Will you be set to retire when you 


8:00 a.m. 


want to? Are you doing what's best for your present and future needs? The answers to these questions 
will be answered by a panel of experts in the financial planning field. 


Moderator: Mary E. Monteschio, Esq. 


September 13 "Violence in the Media: Who Pays?" 


8:00 a.m. An in-depth discussion of the First Amendment rights of broadcasters; the socio-psychological 
impact of media violence and its relationship with rising crime rates; responses to this issue from 
both the public and private sectors seeking responsible changes in broadcasting. 

Moderator: Jodi F. Mindnich, Esq. 
November 8 "How to Start Your Own Business: Part I" 
8:00 a.m. Starting a business involves much more than having a good idea and the desire to succeed. This 


seminar will address legal and business considerations which every entrepreneur must address as 
he/she begins thinking about this exciting undertaking. 


Moderator: Sharon L. Wynn, Esq. 


This seminar is designed to provide 
school officials, students and parents 
with factual information on the 
subject of campus security in order to 
facilitate the formulation of questions 
students should ask when visiting 
college campuses. 

Moderator: Sudha Tiwari Kantor, 
Esq. 


If you'd like to see this seminar in your 
area school, please call (609) 895-7307 
for more information. 


All classes are free of charge 
but reservations are required. 


To make reservations call 
609) 895-7307. 
Deadline for registration 


is one week prior to each class. 


SS Stark&Stark 


A PROFESSIONAL CORPORATION 


For All We Represent. 


993 Lenox Drive 
Lawrenceville, NJ 08648 
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pens. “A fountain pen is one 
of the most expressive ways 
to sign a document. There 
isn't anything special, per- 
sonal, or individual about a 
computer printout. If you take 
the time to write a note with a 
fountain pen or sign a docu- 
ment in your own handwriting, 
it says a lot about you, what 
you feel, what you're trying to 
express. 

“People appreciate a good 
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A Luttmann’s fountain pen is one of the most expressive ways to sign a document; 
Two women with unusual backgrounds lead Home Care at the Medical Center. 
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tion has also designated a por- 
tion of the proceeds from the 
sale of each item to The 
Global Fund For Women, an 
international grantmaking or- 
ganization. The organization's 
goal is to provide funds to 
seed, strengthen, and link 
groups committed to women's 
well-being. 


at the Medical Center at 
Princeton. Sr. Kathleen Man- 
ning is the new director of the 
Home Care Unit’s Hospice De- 
partment. A member of the 
Sisters of the Order of Char- 
ity, she is also a clinical nurse 
specialist with a graduate de- 
gree in oncology nursing. 
Marla Cybyl, who recently 


orientation. He decided 
against the medication be- 
cause time with his two little 
daughters was more impor- 
tant. He reminded me how 
precious those two lucid days 
were to him while they might 
have different meaning for 
me.” 

Her religion is her life to Sis- 


a lot of anxieties by letting 
them know what is normal for 
newborns, what health care 
resources are available, and 
what to expect in the next few 


months. Most moms are head- 


ing right back to work,and we 
can outline the best child care 
options and guidelines.” 
Marla knows the insurance 
industry inside out, and has 


special skills in building health- 


care programs that respond to 
today’s needs and fit with the 
missions of individual medical 


. ‘sid igned and 
ee Beyond briefcases, Lutt- joined the Medical Center as ter Kathleen, but she is com- netaagea Se Cae > 
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Mon.Wed. 10am-6pm, Thurs.-Fri. 10am-9pm V | L L A G E 
Sat. 10am-6pm, Sun. Noon-6pm 
Rt. 1° Behind the Marriott + At College Rd. West: For directions or information call 609-799-7400 FACTORY OUTLET STORES >? 
— jai eee ae ae eee eee ere ry | et en Se Oe ae eee ee ee ee ee mi nee ee eee e. — a ee ee Se Gee cos eae —_ 
: The 
Srrictty Business... | Westport Ltd. 4 Westport PeRaloNeCoEsTsOoN CASTAWAYS 
: PALON Bah. Ghbiis 
Buy a woman's Fall suit 0 
at our current sale price, =| «= 20% OPE | LADIES ONLY 
and get any Spring suit for ANY SINGLE ITEM 20% OFF Non voir Coca 
S69. |< teen en ctuaneiten i 7 gett 
Caeiees ben chemin <A) eves ORV aire cece. a een ie : ms | orn 5:30 -7:00pm 
bas vo bo ueedin contecion wih ery cher ole. | Not vai on pesos purzsce, @R cerca | “Sian mua Ge pesned wtine ctpmciens, (decals bang tis hweasn ee Raves see tet 
“Offer expires 1/29/95. at time of purchase. Offer expires 1/29/95. #319 Offer expires 2/18/95. pork Lea weer ieenemepenene 


WOMEN IN BUSINESS « JANUARY 18, 1995 U.S. 1 


*¢Finally, a meeting 
where I came away 
with more than 

just business cards! 


AMERICAN BUSINESS WOMEN'S ASSOCIATION 


PoR ANCE. Tf. Oa 
COA a4 fo re 


We bring together business women of diverse backgrounds and provide opportunities to help themselves and others 
grow personally and professionally through leadership, education, networking, support and national recognition. 


609-924-7770 © 609-924-4747 


President: Andrea Sacchetti, Campbell/Sacchetti Associates; Vice President: Bernice Stein, Graycar Travel; Treasurer: Jeanne Massary, 
AT&T; Secretary: Kathleen Murray, ABB Lummus Crest; Programs & Publicity: Lisa Westerfield, HULS America; Education: Joyce 
Madee, Rutgers - The State University of New Jersey; Finance Committee: Susan Carroll, UJB Financial 


This advertisement is sponsored by the following members of the Princeton Chapter: 


Advanced Vending Systems, Inc. Coldwell Banker Schlott Merrill Lynch 
Donna Cannie Realtors Private Client Group 
609-799-3033 Joan Kipp Karen C. Lindholm 
Alen Security for Home, 609-799-8181 609-896-7751 

Business and Industry Druker, Rahl & Fein Monday Morning Flower and 
Vivien Alen Business Consultants and Balloon Company 
609-799-3883, 908-329-8095 Certified Public Accountants —Georgianne Vinicombe 
Campbell/Sacchetti Associates = Barbara A. Byrne, Jane A. Syseskey, CPA 609-497-2090 
Andrea Sacchetti 609-243-9700 Princeton Consignment Boutique 
609-924-4747 Electrologist Kitty Forward 
Certified Clinical Nicole Gelardi, LPN 609-924-2288 

Hypnotherapist 609-259-8087, 908-924-9820 Linda Principe Interiors 
Donna Kemper Graycar Travel Linda Principe 
908-297-4299 Bernice Stein 609-799-6529 
Certified Massage Therapist 908-281-7450 Psychotherapist, and 
Georgianna M. Winterbottom Health Choices Center for Interpretive Naturalist 
609-497-7679 the Healing Arts Jennifer Hanson 
Certified Massage Therapist Massage Therapy School 908-297-4299 
Meryl Miller Renata Novak Speech and Presentation Coaching 
609-897-0036 609-252-0895 Eileen Sinett 
Certified Travel Counselor Kingston Antiques and Estate —_6(9-799-1400, 908-469-2211 
Marilyn Sikora Jewlery Richard A. Weidel Realtors 
609-896-9138 Dorothy Oppenheim, Linda Feldstein 


609-924-0332 609-921-2700 
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job performance. According to 
Studies, over 50 percent of 
these problems are alcohol or 
drug related. 

“The cost of helping an em- 
ployee with personal or 
drug/alcohol problems is negli- 
gible when compared to the 
cost of replacement or retrain- 
ing,” says McGrath. “This pro- 
gram is a proven, effective 
tool for increasing productivity 
and morale while decreasing 
absenteeism and turnover.” 

In addition to early identifi- 
cation and referral, services in- 
clude supervisory training, em- 
ployee education, counseling 
services, plus workshops on 
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Helping an employee with a drug problem is cheaper than replacing him, says MEAS; 


The Organized Library helps information-age companies gain a competitive edge. 


stress, sexual harassment, 
and parenting. 

Creating awareness about 
alcoholism and drug addiction 
is nothing new for McGrath, 
the mother of five grown chil- 
dren. In 1978 she founded the 
Mercer Council on Alcoholism 
and Drug Addiction, with a 
loan of $5,000 and herself as 
staff. The Council, whose mis- 
sion is the prevention of alco- 
hol and drug abuse, now em- 
ploys 21 people and has a $1 
million budget. 

In 1982, she spearheaded 
the first comprehensive 
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WHY HIDE? 


WHEN YOU CAN OVERCOME YOUR 
FEAR OF SPEAKING IN PUBLIC! 


IN ONLY 3 SESSIONS 
YOU WILL GAIN THE CONFIDENCE & SKILLS 
YOU NEED TO MAKE ANY AUDIENCE 
SIT UP AND LISTEN 


Public Presentations Inc. 


Sallie Goodman * 609-921-0011 » Princeton, NJ 08540 


school-based alcohol and 
drug education and counsel- 
ing program in Mercer County 
by placing a Council staff 
member in one school district. 
The Council now has counsel- 
Ors in 31 public, parochial, 
and private schools. This year 
the program reached a record 
number of students with 
nearly 2,500 children complet- 
ing some form of therapy. 
McGrath also made the pro- 
gram available to the Latino 
community of Trenton School 
District by placing bilingual 
counselors in the high school 
and three elementary schools. 
Under her leadership, the 
Council established the first 
community-based Task Force 
on Fetal Alcohol Syndrome in 
New Jersey which conducted 
a successful campaign to per- 
suade all municipalities in Mer- 
cer County to require estab- 
lishments that sell alcoholic 
beverages to post signs warn- 
ing pregnant women and nurs- 
ing mothers to drink no alco- 
hol. The state of New Jersey 


. passed such a law in 1993. 


In 1993, the Council and 
the NJ Council on Alcoholism 
and Drug Abuse co-spon- 
sored the first county-wide 
Congregational Assistance 
Program, designed to train 
teams within area churches 
and synagogues on alcohol 
and drug abuse. The program 
has provided training to more 
than 200 members of 30 Mer- 


cer County churches. 

A member of the New Jer- 
sey Association of Alcoholism 
Counselors and the National 
Association of Alcohol and 
Drug Abuse Counselors, she 
is also active at the NJ legisla- 
ture; a consistent and present 
voice advocating for alcohol- 
ics and their families. 

In 1993, McGrath was the 
recipient of Princeton YWCA's 
“Tribute to Women in Industry 
Award.” She was also hon- 
ored by the National Council 
on Alcoholism and Drug De- 
pendence at its 1993 Confer- 
ence of Affiliates for 15 years 
of service. 


Mercer Employee Assis- 
tance Service, 609-396-5874. 


The Organized 
Library 


nformation is power. It is 

the key to success in any 

business, says Judith 
Tapiero, president of the Or- 
ganized Library. “Information 
can give that competitive 
edge.” 

The Organized Library pro- 
vides a cost-effective informa- 
tion management service to 
numerous industries. “We can 
create a centralized, on-site 
research and information facil- 


ity using manual and auto- 


mated sources, organize a li- 
brary system that’s been ne- 
glected, and develop library 
management procedures.” 


The Organized Library also 
looks to the future, analyzing 
and evaluating the current 
and future information needs 
of the company. “In addition, 
we design the budget needed 
to maintain and staff the li- 
brary and we train and edu- 


cate the employees to use the _ 


library’s resources.” 

Tapiero points out that a li- 
brary can be started simply by 
taking the information that is 
already in people’s offices and 
consolidating it. “We help cli- 
ents build their resources, de- 
velop and implement informa- 
tion strategies, and advise 
them regarding the latest tech- 
nology and professional serv- 
ices. A library is no longer just 
books; it’s video and audio 
tapes, maps, blueprints, CD- 
Roms, on-line databases, and 
much more.” 

A number of problems can 
plague a business that does 
not have an on-site library. 
“Off-site, third party resources 
may not provide thorough re- 
search and may interfere with 
deadlines. In addition,” says 
Tapiero, “the more time spent 
conducting research, the 
more it costs a company.” 

When an on-site library is 
not organized or maintained 
problems that occur can in- 
clude misplaced or lost docu- 
ments, duplication, and redun- 


dant research. Tapiero re- ” 


marks that competitive 
opportunities might also be 
missed because data de- 
mands are greater than the 
firm can support. 

“People want the most up 
to date information and they 


Alcohol & Drug Abuse 


in the workplace 
What can employers do? 


There are solutions - ways to protect your company 
and yourself. There is a positive non-punitive program 
of action that assists troubled employees in finding help. 


Establishing an Employee Assistance 
Program is just a phone call away. 
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Toll Free 800-334-MEAS 


Mercer Employee 
Assistance Service 


In Trenton 
609-396-5877 


In Princeton 
609-452-8803 
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want it fast. Says Tapiero, 
"Most aren't aware how 
quickly information can be re- 
trieved from an organized re- 
source. When | am working 
with a client | usually ask 
about a recent project they 
were working on and how in- 
formation was obtained. Very 
often | hear that it took hours, 
days even. They are 
astonished when | tell them 
that they could have had that 
information in fifteen minutes." 
Tapiero offers an example. 
“There are library catalog sys- 
tems where people sitting at 
their desks can turn on the 
computer, search, catalog, 
and send an e-mail message 


to the librarian requesting spe- 


cific information. That saves 
them time and enables them 
to do their work. 

“Time is money. The Organ- 
ized Library is about making 
our clients more productive 
through efficient information 
services.” 

“Today, any organization 


that does not have an informa- 


tion resource simply can’t be 
competitive. Information is im- 
portant to every business, no 
matter the size or the indus- 
try.” 

A good library will support 
the goals of the business 
while utilizing state of the art 
technology and information 

Sources. 

“My satisfaction is that I’ve 
created something for my cli- 
ents, something very practi- 
cal, something that will help 
their bottom line. Their suc- 
cess is my success.” 
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Pat Lipton specializes in the recruitment of marketing and advertising executives; 
Joanne Cole provides support services to trade and professional associations. 


The Organized Library, 
P.O. Box 7403, Princeton, 
609-799-5065. 


Pat Lipton 
Associates 


at Lipton makes money 

the old fashioned way. 

She earns it, every 
penny of it, with long hours, re- 
lentless dedication, and abso- 
lute professionalism. 

A 13-year veteran of the ex- 
ecutive recruitment industry, 
Lipton specializes in the re- 
cruitment of marketing and ad- 
vertising executives within the 
food, beverage, and cellular 
communications industries na- 
tion-wide. 

Lipton began working as an 
executive recruiter following a 
divorce which left her with two 
young children to support, 
and a lot of bills to pay. “I just 
got tired of being poor,” says . 
Lipton. “| was determined to 
establish a career for myself 
that would provide my family 
with ample income.” 

Lipton describes her early 
years. as a head-hunter as 
tense and nerve-wracking. “I 
had to make a lot of cold 
sales calls,” she states. “I was 
terrified of rejection from the 
person on the other end of the 
phone, but | knew | had to 
make the calls in order to 
make a living.” Lipton relates 


that many of her early calling 
prospects refused to take her 
calls. Says Lipton, “The first 
time that a potential client ac- 
tually accepted my telephone 
call, | was so excited that | for- 
got to ask him for the order. Af- 
ter that, | kept a little note on 
my desk to remind myself that 
the object of this is to get the 
order.” 

Lipton has come a long way 
since those early days. Her 
executive recruitment firm 
now has two booming loca- 
tions, at the Carnegie Center 
and in Pittsburgh. Her chil- 
dren Scott, 29, and Loren, 25, 
are now grown, and she is 
happily remarried to her high 
school sweetheart. “Focus is 
the most important factor in 
any endeavor,” says Lipton. 
“You just make it happen.” 

And happen it has. Lipton’s 
clients include Pepsi-Cola, 
Taco Bell, J. Walter 
Thompson and Grey Advertis- 
ing. 

Lipton, who describes her 
role in placing the ideal candi- 
date in each position, as “cen- 
tral casting,” began her career 
as a child actress, and even 
attended professional chil- 
dren’s school. She played in 
“Mrs. McThing” with Helen 
Hayes, and worked on radio 
soaps such as Stella Dallas. “I 
still love the theater,” says Lip- 
ton. “Show business is infi- 
nitely exciting to me.” 


Although Lipton finds her 
work thoroughly engaging, 
she hopes at sometime in the 
future to wind down at least 
her day-to-day activities in the 
company and write a book 
about her experiences and 
the field of executive recruit- 
ing. “I'll call it This is Central 
Casting’”, she says. 


Pat Lipton Associates 
Inc., 101 Carnegie Center, 
Princeton. 609-452-0049. 
Fax: 609-452-0245. 


Professional 
Management 
Associates 


hen you joined 
your professional 
or trade associa- 


tion, you probably planned it 
as a networking and career 
development move. And you 
were probably right to do so. 
After you became more in- 
volved in the organization as 
a volunteer, you may have 
found that you were spending 
time on administrative activi- 


— ties that pulled from your busi- 


ness time. Or you weren't and 
your association duties began 
to slide. 

That's exactly the time to 
talk to Joanne Cole at Profes- 
sional Management Associ- 
ates. “We provide support 
services to trade and profes- 
sional associations,” she 
says. “We support the work of 
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volunteers with a professional 
staff so that they can get on 
with the career development 
activities they joined the or- 
ganization to enjoy.” 

On one level, PMA acts as 
an association's ‘back office’, 
producing their newsletters, 
maintaining their membership 
database, and responding to 
membership inquiries. Profes- 
sional services such as meet- 
ing and event planning are 
also provided. 

“It's been a challenge keep- 
ing up the needs of our profes- 
sional clients,” says Cole."Our 
first group, which has been 
with us for ten years, is the 
New Jersey Society of Asso- 
ciation Executives, which rep- 
resents the paid staff of other 
associations, like the bar and 
the medical societies. That 
means we are putting to- 
gether newsletters for our 
peers and colleagues, people 
who also publish newsletters, 
and planning meetings for pro- 
fessional planners. That 
keeps us on our toes, and we 
call upon the best and the 
brightest, lively people we 
know from our many net- 
works, to bring them to the 
most Cutting edge, useful con- 
ferences and publications.” 

Asmall group that uses 
PMA’s services is the 600 
member New Jersey Public 
Health Association. “We han- 
die their membership data- 
base and assist with meeting 
registrations. They hold large 
symposia on public health is- 
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Corp., a financial services organization with over $15 billon in assets. 


Money for minority 
businesses. 


United Jersey® is committed to helping minority businesses 
grow...and we’ve set aside the resources to make it happen. 

In fact, our belief in your business is so strong that we’ve 
created a special lending program designed to meet your unique 
needs. Now you can enjoy the financial support of United Jersey, 
plus such benefits as a quick turnaround period and easy 
qualification requirements. 

So if you need money for your minority business, come to 
United Jersey. For more information call Sy Henderson, Minority Lending 


Group at (201) 646-6204. 
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sues, and we support them by 
providing their volunteers with 
printouts for checking in atten- 
dees.” 

Clients use the PMA ad- 
dress and phone as their own. 
“This is particularly useful for 
associations in which the 
president or chair changes 
every year. Instead of remem- 
bering, for example, that a cer- 
tain doctor or attorney is in 
charge of your association 
this year, you always have a 
central communication point. 
It helps with continuity, and 
keeping members’ frustration 
levels low.” 

Cole began her career on 
the staff of a major state wide 
trade association. After thir- 
teen years she amassed 
enough experience and know- 
how to form her own company. 

“It's a pleasure to work with 
individuals who are very com- 
mitted to their professions. 
Their dedication and enthusi- 
asm are contagious.” 

Cole is one of 29 profes- 
sionals in the state of New Jer- 
sey to have received the pres- 
tigious Certification for Asso- 
ciation Executives, a 
professional designation for 
managers of trade and profes- 
sional organizations. Candi- 
dates for the designation are 
trained in financial, legal, mar- 
keting, and other issues for 
tax-exempt organizations, and 
are qualified to serve as con- 
sultants to associations and 
organizations in any one of 
those capacities. 
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Cole attributes PMA’s suc- 
cess to the fact that its level of 
commitment is as strong as 
clients’ dedication. “To do 
well, your heart has to be in it, 
and our hearts are truly in 
this,” says Cole. 


Professional Management 
Associates, 170 Township 
Line Road, Belle Mead. 908- 
359-1184 


Princeton Forrestal 
Village 


omen who juggle 
job, family and so- 
cial activities have 


little time for recreational shop- 
ping. They find stores that of- 
fer the style, selection, quality, 
service, and value they need 
in Princeton Forrestal Vil- 
lage’s collection of high qual- 
ity, factory outlet shops. 

“The excellent mix of mer- 
chandise and services we of- 
fer make us a one-stop shop- 
ping destination which is very 
appealing to the customer 
whose leisure time is limited,” 
said Beth Falletta, Village mar- 
keting director. “You'll find 
everything from clothing, ac- 
cessories, housewares, to 
services like dry cleaning. We 
even have a daycare center 
right on our site.” 

One store important to the 
working. woman is Strictly 
Business which specializes in 
suits made by a well-known 


designer, at half department 
store prices. 

“Women regard our clothes 
as a great investment,” says 
Tarra Straile, the store’s man- 
ager. “Everything is fully lined 
and our classic styles stay in 
fashion for a long time.” 

While serving customers of 
all ages, Strictly Business is 
especially popular with recent 
college graduates needing job 
interview attire. “A navy suit 
with a knee-length skirt is 
most appropriate,” she ad- 
vised. “Navy is subtle and 
makes a good impression.” 

Westport Woman targets 
plus size customers. Manager 
Laurie Nelson encourages 
shoppers to shop smart and 
make the most of their shop- 
ping time by purchasing one 
or two basic suits and then 
mixing in blouses, sweater or 
vests. “By doing this, we are 
often able to put together 
more than 30 different outfits 
with just 10 basic pieces and 
a few accessories,” says Nel- 
son. “And by adding some 
pants, they can also have a 
wardrobe for corporate ‘dress 
down’ days.” 

And Village shoppers are 
constantly looking for items to 
better organize and simplify 


_ their lives. According to 


Tammy Lathers, manager of 
Leather Loft, accessories like 
carry on luggage and garment 
bags on wheels are in de- 


mand because they save time 
and energy for air travelers. 

“Women professionals are 
compacting their essentials 
into wallets on a string that 
are styled for business wear,” 
she notes. “We also just 
started selling a great new or- 
ganizer/agenda combination 
that has a compartment for 
some personal items.” 

Using that organizer, the 
working woman may be able 
to schedule some time at the 
Princeton Spalon, a combina- 
tion spa and beauty salon. 
Get your hair styled and col- 
ored, receive skin care, a 
manicure, or a pedicure, or 
even treat yourself to a mas- 
sage. “Today’s working 
woman is often pulled in so 
many directions, she can eas- 
ily forget the importance of 
making time for herself,” ex- 
plains Joanne Branton, the 
Spalon’s owner. “She needs 
time to relax and regroup so 
she can feel better, look bet- 
ter, and ultimately perform bet- 
ter in all her different roles.” 


Princeton Forrestal Vil- 
lage, Route 1 and College 
Road West. 609-799-7400. 


Princeton Wedding 
Consultants 


wedding is supposed 
to be a special day. 
But with so much to 


organize and, come the day 


_ Forrestal Village stores cater to women who juggle job, family, & social activities; 
‘T’ve always been compulsively organized,’ says wedding consultant Alliegro. 


of the wedding, supervise, it 
can also end up being an in- 
credibly stressful day. “I’m 
here to make life easier for 
the bride,” says Charrise Min 
Alliegro. 

Alliegro founded her com- 
pany four years ago, after she 
planned her own wedding and 
helped a few friends with 
theirs. “I really enjoyed it!” she 
says. “People told me | was 
out of my mind.” They also 
pointed out she had found her 
niche. 

“It's easy to get frustrated 
with all the details of planning 
a wedding,” she says. “But 
I've always been compulsively 
organized.” With her keen eye 
for detail, she assists on the 
wedding so that the bride and 
groom can enjoy their day. 

“Most people assume a 
wedding coordinator plans the 
whole wedding, but some peo- 
ple don’t need that. Most of 
my clients are getting married 
for the first time and they just 
want someone to guide them 
through the basics. In that 
case, we offer consultations.” 

Sometimes the client wants 
to plan the wedding, but on 
the day of the ceremony 
wants someone to supervise 
everything. “It’s all up to the 
bride. Whatever she needs. 

“A wedding consultant truly 
offers peace of mind,” she 
says. “We're there to make 
the process go smoothly, with 
as little stress as possible.” 

Alliegro’s services give the 
bride freedom of choice. “One 
thing she often has trouble 
with is finding suitable ven- 
dors. It’s not as simple as 
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looking in the phone book. 
You need to know the ven- 
dors’ reputations and special- 
ties. Having planned dozens 
of weddings, | know what is 
available, which saves the 
bride time and frustration. In- 
Stead of traveling to a dozen 

different shops, | help her nar- 
row down her list, quickly and 
without hassle, and take care 
of all the legwork.” 

Princeton Wedding Consult- 
ants also offers a discount or- 
dering service for designer bri- 
dal gowns and bridesmaids’ 
dresses. Depending on the 
manufacturer, Alliegro is able 
to offer 20% to 30% off retail 
prices. “As a full-service com- 
pany, we're able to help any 
wedding stay within budget. 

“We're not just for high soci- 
ety. Our goals are to help or- 
ganize the wedding, to main- 
tain the budget, to pay atten- 
tion to all the details that will 
make each wedding truly 
unique. A wedding should re- 
flect the bride and groom's 
personality as a couple. 
They're starting their lives to- 
gether. They deserve for that 
day to be special.” 


Princeton Wedding Con- 
sultants, 55 Castleton Road, 
Princeton, 609-683-4467. 
Fax: 609-683-7611. 


The Foundation 
Fighting Blindness 


ur goal is to go out of 
business," says 
Llura Gund, presi- 


dent of the Foundation Fight- 
. ing Blindness — NJ Affiliate in 


ASSOCIATION 
OFFICER... 


VP IN CHARGE 
OF STUFFING — 
ENVELOPES.” 
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The Foundation Fighting Blindness raises funds for RP and other eye diseases; 
Stark & Stark's women lawyers are well connected with real life problems. 
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Princeton. The Foundation, 
which raises money for re- 
search to cure blinding retini- 
tis pigmentosa and related 
retinal degenerative diseases, 
was founded in Baltimore in 
1970. The following year the 
New Jersey affiliate found its 
home in Princeton. 

Retinitis pigmentosa (RP) 
Causes degeneration of the 
retina and decreased vision, 
eventually leading to blind- 
ness. 

RP does not discriminate. It 
effects people of all ages, 
races, and cultures and is 
often diagnosed during child- 
hood or young adulthood. In 
the United States, RP alone 
effects between 100,000 and 
200,000 people. Related reti- 
nal degenerative diseases af- 
fect as many as 6 million. 

One of the most common 
related diseases, “Macular De- 
generation is the leading 
cause of blindness in the eld- 
erly,” says Gund. 

Sue Jaques, director of the 
NJ Affiliate, adds that RP is 
the largest cause of genetic 
blindness in the world. 

Its far-reaching effect was 
brought home for national 
Chairperson and co-founder 
Gordon Gund when he.was di- 
agnosed with RP at age 28, 
losing his sight at the age of 
30. 

The disease is passed on 
genetically in three different 


“VM AN 


In many business and profes- 
sional associations, officers have 
to do a lot of time-consuming 


ways—on a dominant gene, a 
recessive gene, and is also 
sex-linked. Mrs. Gund com- 
ments that RP and connected 
syndromes are inherited. An 
example is Usher syndrome 
which results in both deafness 
and blindness. 

“One in 80 people are carri- 
ers of the recessive gene. It 
makes you realize that there 
are lots of people to be 
reached,” says Gund. 

The pace of research devel- 
opments is encouraging. 
Since 1992, 13 significant ad- 
vances have included locating 
the specific gene responsible 
for Best disease, a form of 
macular degeneration. 

The Foundation has grown 
dramatically in its twenty-five 
year history. Today affiliates 
are located in every state, 
with 23 international affiliates. 
And the Foundation is in- 
volved with 15 research cen- 
ters at universities in the 
United States and Europe. 

Originally titled the RP 
Foundation Fighting Blind- 
ness, The Foundation Fight- 
ing Blindness underwent a 
name change as of the new 
year. Says Gund, “For all the 


years that we've been in exist-’ 


ence, our research has im- 
pacted lots of diseases as 
well as RP, so we felt our 
name should be inclusive. 
The other diseases upon 
which the research affects in- 


detail work—because of a lack 


of volunteers. Publishing a 


newsletter, collecting dues, 


arranging meeting programs and 
many other duties fall on the 
leadership. The association can’t 
afford to staff a full-time head- 
quarters office, so day-to-day 
administration remains a spare- 
time job for the elected officers. 
The cost-effective solution is 
Professional Management Associates. We do the “drudgery” for ten large and 
small associations in the metropolitan area, freeing their officers for policy- 
making and other leadership responsibilities. We’re not volunteers. We’re spe- 
cialists in managing associations—efficiency experts with a personal touch. 


To make your organization more professional, call PMA. A helpful informa- 


tion kit is yours for the asking. 


clude Macular Degeneration, 
Usher syndrome, and Leber's 
Amaurosis, to name a few.” 

New Jersey fund raising 
events have included the Big 
Apple Circus, a James Taylor 
concert, film premieres, and 
sports events. This year, the 
NJ Affiliate of the Foundation 
hopes to net $110,000 at their 
RP Celebrity Golf Classic at 
Metedeconk National Golf 
Course in Jackson. The tour- 
nament will involve 27 corpo- 
rate teams of four. Each will 
be joined by a celebrity. In the 
past, celebrities have included 
Julius Erving, Eric Lindros, Ar- 
thur Ashe, and other celebri- 
ties from sports teams and 
television. The cost per corpo- 
rate foursome is $5,000. The 
tournament will be held on 
May 22, 1995. 

While funding research and 
providing an information ex- 
change to the medical and sci- 
entific community, The Foun- 
dation Fighting Blindness also 
provides information and refer- 
ral services to the public. Na- 
tionally, more than 82% of 
funds raised go directly into re- 
search and information refer- 
ral programs. 


The Foundation Fighting 
Blindness, NJ Affiliate, Box 
449, Princeton, 609-924- 
8034. Fax: 609- 921-7697. 

‘National Hotline: 1-800-683- 
5555. 
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PRICES AT YOUR 


ASSOCIATION 
MEETING 
ILLEGAL? 
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copy of the association information kit. 


PROFESSIONAL MANAGEMENT ASSOCIATES 
170 Township Line Road 
Belle Mead, NJ 08502-4103 


908-359-1184 


Were not volunteers. 
Managing associations is our business. 


Stark & Stark 


he Stark & Stark 
women attorneys or- 
ganized as a group in 


1990, evolving not as a Coun- 
terpart of the male attorneys 
but as a reflection of what is 
already happening in our soci- 
ety and specifically in the busi- 
ness world. 

The outlook is that before 
the year 2000, executive, ad- 
ministrative and managerial 
positions will grow by three 
million jobs and women will 
be well positioned to move 
into the top levels in both pri- 
vate business and govern- 
ment leadership. 

Demographics speak 
clearly: Women live longer - 
the average age for a single 
woman is 62. Women account 
for 52% of college enrollment. 
At the end of the '90s, it is cal- 
culated that the college gradu- 
ation classes will be nine mil- 
lion women and seven million 
men. Overall, women have ac- 
counted for more than 52% of 
the civilian labor force since 
1979. 

In 1988, 5.6 million women 
were employed as executives, 
administrators and managers 
in the U.S., double what it 
was in 1978. Among the For- 
tune 100 corporations, four 
out of five women executives 
were employed at the vice 
presidential level, compared 
to one out of three 12 years 
ago. 

The top professional 


Continued on following page 


Business associations are com- 
petitors joined together for a 
common purpose, so they are 
especially vulnerable to attacks 
by federal and state antitrust 
enforcers. Talking about prices, 
profits, sales and delivery terms, 
as well as many other topics, 
should be taboo at your mem- 
bership and board meetings. 
That’s a good reason your 
association should talk to 
Professional Management 
Associates. Other reasons are 


the cost-effectiveness we bring to day-to-day administrative duties, the timely 
efficiency of newsletter publishing, the personal diplomacy of dues collection 
and the pizzazz of meeting program arrangements. That’s why ten local and 

national associations trust us. 


To make your association more professional, call PMA. Ask for your free 
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Did you know... 


53% of the American 
workforce are women 


AND 


most of them maintain two jobs! 


Want to learn how to cope? 


For information call: 


THE GABRIELSEN 
GROUP 


A counseling approach 


that helps the entire family. 
Founded in 1983 


609-737-8070 
65 S. Main Street, Pennington 


Customized Education Programs 
HEALTH AT THE OFFICE 
OSHA Compliance 
Infection Control 
Prevention Education 
Health Fairs 
Dance for Health 


for 
Health & Science 


Hands-On Public Education 


SUSAN M. K. HERRMANN 
HOPE FOR HEALTH & SCIENCE 
609-771-6707 


Continued from preceding page 


women are lawyers, engi- 
neers, mathematical and com- 
puter scientists, physicians, 
operational analysts and en- 
trepreneurs (which, according 
to recent forecasts by econo- 
mists, is going to be the fast- 
est growing sector of the work- 
place in the next decade). 

Just as women in other pro- 
fessions have organized them- 
selves into women's groups 
(there are now more than 50 
national associations of pro- 
fessional women, each of 
them having state and local 
chapters) so have female at- 
torneys. The American Bar As- 
sociation itself has a women 
attorneys section. 

The Women Attorneys 
group of Stark & Stark is sim- 
ply another facet of the firm, 
another side of the cube of 
the firm’s logo, another aspect 
of the willingness to furnish a 
variety of clients with a tai- 
lored service. Stark & Stark 
has continuously attempted to 
anticipate client needs and to 
devise ways to meet them, 
thereby providing the best 
possible service. 

To meet the needs of the 
community in general and of 
working women in particular, 
in 1990 the Women Attorneys 
group began to offer a Break- 
fast Seminar Series on legal 
issues of concern and interest 
to many. Since then, these 
seminars have been routinely 


offered in the firm's Commu- 
nity Room, free of charge, try- 
ing to reflect the interests ex- 
pressed by the audience In 
preceding sessions. The se- 
ries for 1995 is announced in 
this issue of U.S. 1 

The range of practice areas 
of the women attorneys Is 
quite extensive. But besides 
practicing law, each of them, 
as is true of the other attor- 
neys at Stark & Stark, is ac- 
tive on the board of profes- 
sional, social and charitable 
organizations, offering the cli- 
ents the perspective not only 
of a well-prepared attorney, 
but also of a woman con- 
nected with real life problems. 

Among the organizations 
where the firm’s women attor- 
neys are involved are the 
American Cancer Society, the 
Mill Hill Child and Family De- 
velopment Center, the Ex- 
change Club, Compassionate 
Friends, Womanspace, the 
American Association of Uni- 
versity Women, Women in 
Partnership, national and 
state organizations advocat- 
ing for crime victims, and 
many local colleges. 

The women attorneys have 
emerged as a group who, indi- 
vidually and in combination, 
provide Stark & Stark with an 
additional dimension of diver- 
sity. Nowadays, cutting-edge 
companies seek female man- 
agers as their board mem- 
bers, considering their per- 
spective a necessary asset. It 


is only natural, therefore, that 
those companies will also 
seek collaboration with firms 
who share this perspective 
and they will find Stark & 
Stark, as usual, a step ahead. 

Stark & Stark, 993 Lenox 
Drive, Lawrenceville, 609- 
896-9060. 


Tall Fashions 
and Footwear 


leven years ago Ann 

Vandenbergh walked 

into Tall Fashions and 
Footwear on a regular shop- 
ping excursion. When she 
found out that then owner 
Elizabeth Reed was planning 
on closing down the store she 
was upset. “I wouldn't have 
had any other place to buy 
clothes.” So she bought the 
business. 

“The tall woman has unique 
problems. It’s often difficult to 
find clothes at regular stores 
that will fit the tall woman ap- 
propriately. If the clothes are 
long enough, they still might 
not be proportioned correctly. 
The sleeve, pant, and hem 
lengths, the span of the torso, 
the placement of the pock- 
ets...it’s all about proportion. 

The store carries tall sizes 
6-24 for women over 5’8". “Be- 
cause all of our inseams are 
36", you don’t need to worry if 
an outfit will be long - 
enough.” They also stock 
women’s shoes starting at a 
10 1/2 to a size 14 with nar- 


Tall Fashions aims to help tall women with unique fashion problems. 


THE 
ORGANIZED 
LIBRARY | 


The Professional Library Consultants 


for Corporate, Business and Special Library Collections 


Our Services Include: 


e Library Start-Up or Reorganization 


¢ Library Automation 


¢ Records/Files Management 


e Staff Development 


“We don’t just have ideas; 


e Library Budgets 
e Marketing Strategies for Libraries 
e Space Planning 


we implement them!” 


Call for a free brochure. 


Judith Tapiero 
609-799-5065 


P.O. Box 7403, Princeton, NJ 08543-7403 


e Strategic Planning for Libraries 


row to wide widths. 

“Tall women represent a 
relatively percentage of the 
clothing market. We don't gen- 
erate as much money as aver- 
age sizes and therefore get 
less attention. In the past, 
clothes for the tall woman 
were hard to find, colors were 
limited and the style and mate- 
rials were pretty basic,” says 
Vandenbergh. 

Today Vandenbergh works 
with manufacturers who un- 
derstand the fit of a tall 
woman, as well as her desire 
for fashionable clothes. 

“When a woman walks into 
the store, | can always tell if 
it's for the first time. Usually 
she'll remark that she can't be- 
lieve the selection. 

“And if we don’t have some- 
thing in stock or the customer 
has particular needs, we 
place special orders. Some 
manufacturers will even cus- 
tomize clothes for our clients. 

“Without specialty stores 
like ours, tall women would 
have to travel around to nu- 
merous shops and look for 
the longest item on the rack. 
That is too time consuming 
and doesn't make sense. 
That's why Elizabeth Reed 
founded this business—to 
bring it all under one roof.” 

Tall Fashions and Footwear 
is open 7 days a week. Their 
haurs are Monday through 
Saturday, 10-5, Thursday 10- 
9, and Sundays 12-4. 


Tall Fashions and Foot- 
wear, 1905 Route 33, Hamil- 
ton Square, 609-586-7777. 
Fax: 609-586-6863. 
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Martha Traylor has been a lawyer for nearly 50 years —hear her war stories; 
A working mother herself, Cindy Urken knows how little time her customers have. 


Traylor and Traylor 


artha Traylor has 

been practicing 

law for the past 49 
years, With a laugh she will 
say, “People look at me and 
Say you can't have been prac- 
ticing that long! Women 
weren't lawyers back in the 
1940s.” That attitude was the 
greatest obstacle in the begin- 
ning of her career. 

“Back then, even my dear- 
est friends would ignore the 
fact that | was a lawyer. It was 
an embarrassment for them.” 
She continues, “When | be- 
came a lawyer in 1946, no 
one would talk to me about 
practicing with them. ‘We 
don't hire women.’ ‘Our cli- 
ents won't talk with a 
woman.’” Traylor remembers 
a comment made to her when 
she was interviewing for a fac- 
ulty position at a Pennsylva- 
nia university only 23 years 
ago. ‘What will you do with 
your children? Hang them in a 
closet?” Traylor is delighted 
that people are so accepting 
of women lawyers today. “It’s 
so great to see so many 
women practicing and being 
valued for their skill and 
knowledge.” 

Traylor faced many chal- 
lenges in getting people to ac- 
cept her as a professional. In 
those years in many states, 
lawyers had to apprentice 
with a firm for a year before 


being hired. Many firms were 

rude and unbelieving that she 
would even ask them. “They’d 
say, we have secretarial posi- 
tions if you're interested.” 

But Traylor has been intent 
on changing attitudes simply 
by setting an example. She 
has had a distinguished ca- 
reer not only as an environ- 
mental and patent attorney, 
but as an educator. Locally 
Ms. Traylor has taught law at 
Seton Hall, Rutgers, and Tem- 
ple. In addition to her law de- 
gree from Indiana University, 
she has a science degree 
from Purdue, a master’s de- 
gree in science and politics 
and a PhD in science and 
public policy. 

At Seton Hall, Traylor was 
the second woman on the law 


school faculty. “Being the first . 


was not easy, but being the 
second was difficult. One 
woman on the faculty was jus- 
tified as meeting quotas. They 
feared the second woman 
would create a power base.” 
Now retired from academe, 
Ms. Traylor is happy to be 
practicing in the fields of envi- 
ronmental law and intellectual 
property. She was the first 
woman to be admitted to prac- 
tice before the U.S. Patent 
and Trademark Office by ex- 
amination. But that wasn’t 
without its own obstacles. 
“They wouldn't even grade 
my exam the first time | took 


Established 1904. 
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it. They said | couldn't possi- 
bly be serious...because | 
was a woman.” 

Traylor comments, “One of 
the most gratifying things is to 
enter a court room and find 
one of my former students ap- 
pearing there. To have influ- 
enced the enforcement of en- 
vironmental laws in New Jer- 
sey that much means a lot.” 

Traylor often comments 
about the obstacles she has 
faced in her career. “To solve 
my own dilemma, | grew my 
own law firm.” She has been 
in practice with her husband, 
a health care attorney who is 
retired from Temple University 
Law School, and her son 
whose focus is on immigra- 
tion law, since 1992. 

Despite the challenges 
Traylor has faced, she will- 
ingly admits she has had a lot 
of fun along the way, looks for- 
ward to each new challenge, 
and relishes being able to 
bring such extensive experi- 
ence to her practice. 


Traylor and Traylor, 20 
Nassau Street, 609-924- 
4536. Fax: 609-924-3556. 


Urken’s Hardware 
and Design Center 


indy Urken wants to 

make your life easier. 

A working mom and 
interior designer, she under- 
stands how difficult it is for 


professionals and parents to 
budget time for interior and 
home improvement projects. 
Five years ago Urken, co- 
owner of Urken’s Hardware 
and Design Center, added an 
interior design department to 
the store, and established a 
shop-at-home service. 

“When we started the inte- 
rior business, we discovered 
two realities about our cus- 
tomers,” says Urken. “Most 
had little time to shop for inte- 
rior projects. And, we found 
that most clients needed help 
in making choices. Many terri- 
fic ideas are never realized 
because people are unsure 
about how to put a project to- 
gether. 

“Our service begins with a 
phone or in-person consult- 
ation with one of our in-house 
designers.” Based on the pro- 
ject and the customer's taste 
and budget, the designer 
takes an array of samples to 
the customer's residence or 
office. The designer then 
makes suggestions or gives 
advice about the project. The 
at-home consultation is free 
and all suggested items are 
either in stock or can be or- 
dered through Urken’s store. 

‘Window and wall treat- 
ments, including wallpaper 
and paints, are the mainstay 
of our shop at home service. 
Recently, we added closet or- 
ganizing,” says Urken. “In ad- 
dition, decorative bath hard- 
ware and bath fixtures are 
features of the design depart- 


Continued on following page 


A portion of the proceeds from the sale of each item is being donated to The Global Fund for Women 


609-924-0004 


20 Witherspoon Street, Princeton, NJ 
Monday-Thursday 10-6; Friday 10-9; Sat. 10-6 


16 U.S. 1 


WOMEN IN BUSINESS ¢ JANUARY 18, 1995 


Continued from preceding page 


ment.” Urken’s shop-at-home 
Client list includes homeown- 
ers, architects, builders, and 

local hotels. 

Urken has compiled a com- 
prehensive information kit that 
lists the services offered at 
Urken's. Also included are dis- 
count coupons for window 
treatments and a compilation 
of decorating possibilities. 

In March, Urken will teach a 
two-hour seminar at the 
Princeton YWCA called “Deco- 
rating on a Shoestring.” The 
seminar will give advice on 
how to achieve an elegant en- 
vironment on a limited budget. 
The seminar is being offered 
on March 2 and again on 
March 20. Contact the YWCA 
for registration information. 


The YWCA has responded to women who face constant transitions in their lives 
and who consequently cannot model their careers on those of male counterparts. 


Urken’s Hardware and De- 
sign Center, 27 Wither- 
spoon Street, 609-924-3076. 


YWCA of Princeton 


arge Smith has 
made her vision for 
women a reality 


through an innovative staff- 
building policy at the YWCA, 
where she is executive direc- 
tor. She knows that women 
can make an enormous contri- 
bution professionally but that 
the constant transitions in 
their lives mean that they can- 
not model their careers on 
those of male counterparts. 


Her administration and staff 
reflect her commitment to re- 
spond to women’s wish to 
work while adapting to the 
varying pace and patterns of 
their lives. The YWCA serves 
its 13,000 members with a full- 
time crew of only 16, backed 
up by 20 half-time employees 
and 300 part-time teachers, 
administrators and support 
staff. Volunteers also give 
thousands of hours to the 
YWCA every year, dunating 
skills in every area from fun- 
draising to investment strate- 
gies. 

“We appreciate the many 
roles that women play in the 
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CRANBU 


RY GOLF CLUB 


OPEN TO THE PUBLIC 
MEMBERSHIPS AVAILABLE 
NO RESTRICTIONS 
Coming in the 1995 golf season, Cranbury will offer 
THE EXECUTIVE WOMEN’S GOLF SCHOOL 
a two-day seminar. For info contact 
ALEX BUSHMAN 
Specializing in Golf Outings 
Book your golf event NOW. Call Colleen Suozzo for details at 


609-799-4553 


Cranbury Golf Club 


49 Southfield Road, Cranbury, New Jersey 
609-799-0341 _ 


~ 
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course of their lives and know 
that those roles are fulfilling,” 
says Marge. “Most women 
want to work and make a con- 
tribution to the community, but 
can’t cope with a full time job 
when they have a responsibil- 
ity to young children or elderly 
parents.” The YWCA's ten af- 
ter-school programs demon- 
strate the organization’s wish 
to serve the needs of working 
women. “We employ hun- 
dreds of mothers of small chil- 
dren who want to work on a 
schedule that coincides with 
their child’s. The after-school 
program also gives people in- 
terested in early childhood or 
elementary education the op- 
portunity to build their teach- 
ing skills and remain current 
on issues.” 

The YWCA's Breast Cancer 
Resource Center is another 
model of the organization's 
mission. The Center's direc- 
tor, Jane Rodney, is a breast 
cancer survivor with energy, 
knowledge and a commitment 
to educating the community 
about women’s cancers. 
Jane’s assistant has cancer, — 
too, and wants to work and 
still spend time with her young 
child. Together, this team ad- 
vances their cause, while re- 
entering the workforce at their 
own pace. Last fall, Jane and 
her staff—all part-timers—and 
hundreds of YW volunteers 
ran the Princeton Run for the 
Cure. “It was the most suc- 


cessful Run in the nation,” 
says Marge, “raising tens of 
thousands of dollars for re- 
search and educating count- 
less people about breast can- 
cer.” 

The English as a Second 
Language Program, directed 
by Ming Crusey, is another of 
the YWCA's success stories. 
Ming says that the YW sup- 
ports its program directors, 
giving them space to accom- 
plish their vision. “With their 
support, | have built a pro- 
gram that serves hundreds of 
non-English speakers in the 
Princeton area. We now have 
a top-notch faculty, many with 
PhDs. Through one-on-one tu- 
toring, group classes and field 
trips, our students learn Eng- 
lish and are educated about 
the ways of our society. In 
turn, they get involved and 
make a contribution of their 
own.” Ming says that through 
her work she has developed 
executive skills, confidence. 
and professional credibility. In 
another vital role for women, 
she has become a wonderful 
role model for her daughter. 

The YWCA's executive 
structure is unusual in that its 
board of trustees actively runs 
the organization. “Our leading 
volunteers sustain or build ad- 
ministrative skills,” says 
Marge. “The trustees not only 
run the YW, they take and ~™ 
teach courses here. That way, 
when they make a decision 
about us, they know the place 
inside out." 

YWCA of Princeton, Paul 


Robeson Place, 609-497- 
2100. 


KYMA Training & Consulting 
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Develop Windows Applications with | Client-Server System Design and 
Microsoft Office Planning * Windows for 
1/26/95 (1 day) 2/23/95 (1 day) Workgroups 3.11 
Get the skills that will get you ahead. For the professional technologist or corporate * Microsoft Mail 
Windows development for office users. developer who needs to know the nuts and ¢ Lotus Notes 
: bolts of client-server system design & - : 
echnologies ea, 3 at + Microsoft 
Visual Basic 3.0: An Introduction to | P@0mns- SQL-Server 
” , 
“Catch the Power Database Programming D : : mee 
eveloping OLE Controls with 
2/8/95-2/9/95 (2 days) Visual C i heteiiale 
Learn the essentials and short-cuts needed to rapes Visual C/C++ 
e Application Development develop robust database applications utilizing 3/8/95 ( day) ° Mi 
; Visual Basic and ODBC. An overview of OLE Control development Vi oe a: 
¢ Database System Design & utilizing Visual C++ and MFC. ane ape 
‘ : . Mi 
Implementation Square One: Introduction to NTS eee ae 
e Education and Training Windows and PCs 7 neti Administration and . 
s * Microso 
¢ Imaging Systems 2/15/95 * 2/16/95 (1 day) owe. ; ie Office Proiensioand 
A complete and friendly introduction t y 
¢ Network Design, Integration & Kaper ae ah sey The essential information needed to * Windows NT/AS 
Management Windows, PCs and computing. Intended for implement NT/S dj 
anaey the new user, home user, and about-to-be user. mas ideas: sieed pace + i pat Novell, * Netware 
- Workgroup Systems , and Remote Access Services. 3.11, 3.12, 4.01 


Call for a Full Schedule of Courses 


609-734-7409 


116 Village Boulevard, Princeton Forrestal Village 


Lotus 


SOLUTION PROVIDER 
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conversation was a workable ap- 
proach. She was off and running... 

Anne Boe, a national motiva- 
tional speaker who writes books on 
networking (“Is Your Net-Work- 
ing?”), suggests that people be 
more concerned with the relation- 
ship than the end result. Call up at 
least two people a day to see how 
they’re doing on an on-going, 
committed basis, she suggests. 
When you need information from 
them, they are there for you. It’s 
simply an extension of your friend- 
ship. For introverts, this daily out- 
reach may prove a stretch, but 
moving beyond one’s comfort 
zone is essential for expanding 
your network as well as your vi- 
sion. Boe believes in being an “in- 
verse paranoid”’— one who be- 
lieves the world is conspiring for 
you. 

Barbara Sher, author of “Wish- 
craft” and the recently published “I 
Could Do Anything if! Only Knew 
What It Was,” profoundly sums up 
the power of networking when she 
states, “Lack of self-esteem is not 
the dream-killer. Isolation is.” 

When I heard Sher say this at a 
recent career counseling confer- 
ence, the concept shocked me, be- 
cause I put so much energy into 
helping rebuild my clients’ self-es- 
teem to help them become empow- 
ered and move on. Was | barking 
up the wrong tree? Perhaps. 

“If we wait until our esteem is in 
perfect working order,” says Sher, 
“we'll never get out of the house.” 
The important thing is to talk to 


-ypeople, to get information, to start 


making decisions and get some 
movement going. Then empower- 
ment happens and esteem neces- 
sarily improves. 

Sher has developed an interest- 
ing networking exercise’ which 
I’ve used with several different 


women’s groups. The results have 
been dramatically effective each 
time, despite its seeming simplic- 
ity. Ask members of a group (10 or 
more people) to write down a goal 
and an obstacle to that goal, one 
they won’t mind sharing with the 
other people in the room. Then in- 
struct them to interview at least 
five people in the next 15 minutes, 
exchanging advice and informa- 
tion as quickly as possible on how 
to reach their respective goals. 
When people are done talking, 
each should wave her arm in the air 
to signal availability. The trick is to 
get input as quickly as possible and 
move on — not an easy concept for 
women who prefer to indulge in 
conversation! After the time is up, 
ask the participants to share their 
reactions. The energy and informa- 
tion exchanged will amaze you. 


5. goes even further than 
the occasional conversation for 
networking. She advocates form- 
ing your own “Success Team” —a 
group of 5-6 people who meet 
weekly to help each other get 


Net-Working?: 
Adele Fuller is 
Women’s Outreach 
Counselor for 
Burlington College, 
assisting women re- 
turning to the work- 
place. She also runs 
FOCUS, a career as- 
sessment program 
for the unemployed. 
People have answers 
for you, but they can't 
read your mind. 


whatever they need. Use the team 


during a job search to get leads, . 


practice interviewing skills, help 
with resumes and keep up your 
spirits. Self-improvement is not 
the focus here — action is. These 
groups are about helping people 
get launched while minimizing 
fears and paralysis. “Remember,” 
Sher says, “anything worth doing 
is worth doing too soon.” So do it 
now while you’re not ready. 

Take no one for granted. Leave 
no stone unturned. Talk to every- 
one in sight, whether you’ re pursu- 
ing a job, a dream or a good plumb- 
er. The universe has the answers 
but, like a spouse, it doesn’t read 
your mind. You have to ask the 
questions. Aloud. Repeatedly. 
And, like that Field of Dreams 
Team, they will come. They will 
come. ; 

How do I know networking 
works? Well, I have this friend, 
Marga, who knows Barbara Fox, 
who was looking for someone to 
write an article on networking for 
U.S.1....NeedIsay more? & 
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Wouldn't 
it 

be 
great... 


If someone took care 
of all the details of 
your business 
expansion, from initial 


site selection through 
training your new 
staff, and everything 
in between... 


You bet it is! 


ANTIN 


U.S. 1 


* Setting up new systems 
¢ Furnishing the office 
* Dealing with vendors 
¢ Interviewing new staff 


etc... 


BUSINESS 
EXPANSION 
MANAGEMENT 


(609) 924-9069 


GonoBpy 


DBS Associates 


¢ SECRETARIAL SERVICES 
¢ TRANSCRIPTION OF TAPES 
e DESKTOP PUBLISHING 

© RESUMES and more... 


609-683-0099 
40 N. Tulane Street ¢ Princeton, NJ 08540 


Martha Traylor 
Patents & Intellectual Property 
Environmental Law 


William Traylor 
Health Care Issues 


Stephen Traylor 
IMMIGRATION 


Traylor & Traylor, Attorneys 


20 Nassau Street 609-924-4956 


U.S. 1 WOMEN IN BUSINESS e JANUARY 18, 1995 


TOP SHELF 


Meeting Planning and Marketing 


...for flawlessly detailed meetings and events 


=> Unforgettable Customer and Special Events 
> Team building Employee Meetings 

“> Budget preparation and site selection 

> Marketing and promotional materials 

> Tradeshow and exhibit coordination 


> Media planning and management 


Please call for a free consultation 


On retainer or project arrangement 


Let our professionals take care of the meetings, 
so you can concentrate on the message! 


Lauren J. Essex 


(908) 422-2318 
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The Networks: 
Women’s Turn 


| joined BPW in Minneapolis in 1985 
when I first graduated," says Lindsay 
Liotta Forness, president of the Princeton 
Business and Professional Women. “Min- 
nesota was a not so friendly place for a 
single young woman, and a woman’s group 
was a little more comforting and suppor- 
tive.” 

“Women have a unique challenge in the 
workforce and a unique focus, and by com- 
ing together, it both strengthens and edu- 
cates us,” says Kathryn Shepard-Mery- 
ine, director of the Central Jersey Women’s 
Network. “I have watched women grow 
and change and blossom over five years, 
and every day it strengthens my resolve 
that these groups are needed.” 

“For many years men have found sup- 
port in a single sex environment,” says 
Andrea Sacchetti, president of the Prince- 
ton chapter of the American Business 
Women’s Association. “It’s OK for us to 
take our turn.” 

For whatever the reason, women are 
meeting and networking with other women 
in increasing numbers. Men are not being 
excluded — they can, and do, come to 
many of these groups — but the indications 
are clear. If you’re a woman, a safe place 
to get business and personal assistance is in 
a woman’s group. Here are some of the 
available groups. — Barbara Fox 


Female Honchos 


I. the recessionary times of the ’90s, . 


people were always telling P.J. Dempsey, 
“I have a woman you should meet.” 
Dempsey says she thought, “If we are all 
out there, why not get together. Seven of us 
called 10 people we knew, and 45 people 
came to the first meeting. I started the 
group thinking a couple of woman would 


get together and it has taken on a life of its 
own.” 

To join Women in Partnership, you must 
either have your own business or have 
reached sufficient heights on the corporate 
ladder. In other words, you must be in a 
position to give business to other woman. 

Dempsey began her career 18 years ago 
as a psychiatric social worker in St Louis, 
then went into personnel placement. She 
worked for a national New York-based firm 
for three years and founded Morgan Mer- 
cedes in 1984. She serves on such charity 
trustee boards as Eden Institute, McCarter 
Associates, and the New Jersey State Mu- 
seum, and she also teaches entrepreneurial 
courses for Mercer County College and sits 
on the foreign trade council of the Mercer 
County Economic Development Task 
Force. A three-year-old division of her 
firm, Morgan Mercedes Human Resources 
Group, combines her interests in social 
work, human resources, and entrepreneur- 
ship. 

Why this group? “I had been to a couple 
of the others and wasn’t seeing what | 
wanted to see. We do networking. We refer 
people to each other. We make money from 
each other. I like working with women who 
get things done,” says Dempsey. 

She thinks the “can do” attitude can be 
attributed, not to gender, but to the loose 


structure of anew group. “If you work with 


someone on a committee and they can get 
something done, you know you will want 
to work with that person in business.” 


Women in Partnership, 214 Carnegie 
Center, Suite 204, 609-987-1122; fax, 609- 
987-8721. P.J. Dempsey of Morgan Mer- 
cedes, president. Informal meetings are 
four or five times a year; 45 paid members. 
A scholarship is awarded annually. Dues 
are $25 per year. 


Real Estate Women 


The world of commercial and indus- 
trial real estate was — and is — not par- 
ticularly friendly to women. “Many years 
ago in commercial and industrial real estate 
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CUSTOMIZED TRAINING PROGRAMS 
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it was definitely a man’s world and 
there were very few women in the 
industry,” says Gloria Bayes. 


“The women that were in the in- 


dustry decided to form a network- 
ing group to discuss ways they 
could help each other.” 


The state chapter of Indus-. 


trial/Commercial Real Estate 
Women (ICREW) attracts about 
10 people to monthly meetings at 
the Newark Airport Marriott. It in- 
cludes not only brokers and devel- 
opers, but also construction peo- 
ple, executive suite owners, attor- 
neys, realtors, and interior 
designers. “We also have some 
men,” says Bayes. “The men met 
the qualifications and wanted to 
join for the networking aspects.” 

Addition acceptable occupa- 
tions for membership: account- 
ants, architects, appraisers, as- 
set/property managers, consult- 
ants, developers, lenders, leasing 
and sale brokers, mortgage bank- 
ers/brokers, marketing specialists, 
market & investment analysts, cor- 
porate real estate representatives, 
and title/escrow officers. 

Bayes is executive vice presi- 
dent of the group and also co- 
owner of Office Gallery, a shared 
office company with three loca- 
tions, including 5 Independence 
Way in College Park. Bayes is also 
vice president of finance for the 
Middlesex chapter of NJAWBO 
and belongs to various chambers 
of commerce. Nancy Witt of 
Sweetwater Construction Corp. on 
Witherspoon Street is membership 
vice president. Ellen Silverman of 
géllen Silverman Advertising in 
East Brunswick is communica- 
tions chair. Beth Krinsky of Ja- 
cobson, Goldfarb & Tanzman is 
president. 

Being president of ICREW, 
Bayes says, requires a time com- 
mitment of about two days per 
month. The benefits? “Education, 


networking, and many of our 
women do business with each 
other on a regular basis. And gen- 
eral support.” 

Industrial Commercial Real 
Estate Women, Box 1408, Wood- 
bridge 07095-1408. 201-736- 
1144. C. Beth Krinsky of Jacob- 
son, Goldfarb & Tanzman, 1994- 
95 president. Gloria Bayes, of Of- 
fice Gallery, executive vice 


president. Marilyn Orloff, Orloff 


Designs, meeting coordinator. 
Monthly meetings at the Newark 
airport Marriott or the Woodbridge 
Hilton: Next meeting: February 9: 
Meetings cost $35 and $40 and 
annual dues are $175. 


ABWA 


Le were a guy | would join all 
these women’s organizations in a 
minute,” says Andrea Campbell 
Sacchetti, president of the Prince- 
ton chapter of the American Busi- 
ness Woman’s Association. “I 


think they are more skill oriented 


than many of the men’s groups. 
Having those general business 
skills is going to make a differ- 
ence.” 

Sacchetti grew up in Princeton, 
where her father is on the faculty 
in the psychology department at 
Princeton University and her 
mother, Enid Campbell, has a pri- 
vate therapy practice. She majored 
in liberal arts at Duke, Class of 
1978, and did marketing research 
at McGraw Hill before moving 
into executive recruiting. After 
seven years at Bedford Orion she 
opened her own firm. Her husband 
works for a pharmaceutical com- 


- pany, and they have two children. 


“I took on the ABWA in a mo- 
ment of madness,” she jokes. “Ac- 
tually it has been a wonderful ex- 
perience and a great deal of work 


as well. One of the objectives of 


ABWA is to give members oppor- 
tunity for growth. It has given me 
an opportunity to develop my pub- 
lic speaking skills and my organ- 
izational skills. Each member 
takes away a little more than what 
they give to the organization. 

“People come to work on strate- 
gies for becoming a better profes- 
sional person and for improving 
their personal lives as well — the 
balancing act. Our programming is 
very much oriented to business 
skill development rather than en- 
tertainment. 

“It’s not just a selling environ- 
ment. Many of use each other’s 
services and in conversation with 
other business associates we rec- 
ommend each other, but in addi- 
tion we provide a support network 
that is not available in the work- 
place.” 

ABWA members get discounts 
from Career Track seminars and 
some are offered free of charge. 
The proceeds from a business card 
exchange, scheduled for early 
May, will be used for a scholar- 
ship. “Last year we awarded 
$2,000 in scholarship money and 
are hoping to top that this year.” 

Two thirds of the members are 
entrepreneurs and one-third have 
corporate jobs. “I would like get it 
back to closer to 50 50,” says Sac- 


chetti. “Knowing what’s going on 


in your marketplace is something 
you really can’t get from books. 
You can’t get it in magazines, be- 
cause by the time it’s in a maga- 
zine, it’s old news. If you are talk- 
ing to people in your marketplace, 
you are going to know the ins and 
outs of who’s doing what. You are 
going to know it before it hits the 
press.” 

“There are advantages,” Sac- 
chetti says, “in talking with people 
of the same gender for a certain 
compartment of your life. But we 
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welcome men at our meetings.” 


American Business Women’s 
Association, 609-924-7770 (hot- 
line) or 609-924-4747; fax 609- 
924-8825. Andrea Sacchetti, 
Campbell Sacchetti Associates, 
301 North Harrison Street, Suite 
101, 08540. Founded in 1990, the 
chapter has 45 active members. 
Second Tuesdays at the Marriott 
(February 14), $28. First time an- 
nual membership fees and dues are 
$69, and in subsequent years, 
chapter dues are $24 and national 
dues $27. 


Princeton BPW 


B., Scouts call her home 
their home, so her women’s net- 
working organization is a welcome 
change. Lindsay Liotta Forness 
is married to the leader of the 60- 
member Boy Scout Troop 43, 
Robert Forness, a mutual fund di- 
rector at Prudential in Newark. 
“When we got to Princeton we jok- 
ingly said ‘Let’s find a volunteer 
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organization that we join together.’ 
But the Boy Scouts captured him 
at the Christmas Tree sale in Pal- 
mer Square. Since we have so 
many boys and other men coming 
in and out of our house as it is, it 
was good for me to be ina 
women’s group.” 

The daughter of a prominent at- 
torney in North Jersey, she gradu- 
ated from Cornell in 1984 with a 
degree in hotel/restaurant manage- 
ment, she worked for Howard 
Johnson in operations and in mar- 
keting, then joined an ad agency. 
She has also had fundraising jobs 
and has done fundraising for Pin- 
gry School and Cornell. Now she 
sells Discovery Toys and adminis- 
ters the Cornell alumni admissions 
team for New Jersey. 

“In the very beginning BPW 
gave me confidence in public 
speaking and gave me an ability to 
network outside of my industry. 
We offer seminars at the national 
and state level, and locally we pri- 
marily have speakers. I served on 
long range planning committees, 
which was great for my strategic 
marketing skills.” 

“The BPW isa less formal group 
than the ABWA, I’ve been told, but 
we don’t get together purely for 
social reasons,” says Forness. “In 
Princeton we tend to be a 50-50 
mix of entrepreneurs and women 
in corporations.” 

She points out that, unlike other 
organizations where many mem- 
bers work at the same company, 
people don’t have to be on their 
guard when they discuss office 
situations. “If we talk about, for 
instance, resolving conflict in the 
workplace people can bring up hy- 
pothetical situations without wor- 
rying that it will get back to the 
office.” 


Princeton Business and Pro- 
fessional Women, Box 8267, 
Princeton 08543-8267. 609-497- 
1848. Lindsay Liotta Forness, 
president. Box 8267, Princeton 
08540. Second Mondays at No- 
votel. Next meeting: February 13. 


Business and Professional 
Women of Central New Jersey, 
609-683-0399. Virginia Aris, 
president. 192 Penn View, Pen- 
nington 08534. Membership of 40, 
annual dues, $70. Meetings on 
third Mondays, Good Time Char- 
ley’s, $25. 908-281-0637. 


Financial Women 


A. a college for women, Nola 
Bencze learned to feel empow- 
ered. “When I came out of col- 
lege,” says Bencze, “it never oc- 
' curred to me that I couldn’t be 
president of this and head of that. | 
felt there wasn’t anything | 
- couldn’t do.” Now, as an attorney 
at Jamieson Moore Peskin & 
Spicer, she makes her way in what 
used to be considered a man’s 
world. She is president of Finan- 
cial Women International. 

“Women’s groups afford to 
women a nonthreatening atmos- 
phere in which to make contacts 
and develop their skills,” says 
Bencze. “For me, personally, it re- 
ally doesn’t matter, but there could 
be others that find a woman’s 
group more relaxing.” 

Born and raised in Brooklyn, 
Bencze went to a girls’ high school 
and stayed active in Girl Scouts 
because she loved to go camping. 
She graduated from St. Joseph’s 
College in Brooklyn, and, after 
getting married and having two 
daughters, she went to Seton Hall 
Law School. She clerked for Judge 
Samuel Lenox, and had various 
positions in New York and New 
Jersey. In 1992 she joined the fi- 
nancial services department of 


: _ Jamieson Moore, where she does 
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and transactional law. With the 
state bar association, she is active 
in the banking law and debtor- 
creditor sections. She serves on the 
committee for the Women of Dis- 
tinction Dinner for the Delaware 
Raritan Girl Scout Council. 

When founded, the group was 
called the National Association of 
Bank Women, and it was open to 
bank officers. Then membership 
expanded to include women in ad- 
ministrative positions. In the mid 
1980s it diversified still more, to 
include any woman in financial 
services: attorneys, accountants, 
people that work for brokerage 
firms. 

Carolyn Kozlowski, an admin- 
istrator at Core States New Jersey 
National Bank, is chapter treas- 

-urer. Past presidents are Phyllis 
Adrian of United Jersey Bank and 
Linda Townsend, branch man- 
ager of West Windsor branch, First 
Washington State Bank. 


Financial Women Interna- 
tional, Capital Group, 609-683- 
7306. Nola Bencze, president, of 
Jamieson Moore Peskin & 
Spencer, 300 Alexander Road, CN 
5276 Princeton 08543. Contact 
person, Carolyn Kozlowski, 609- 
530-7388. Meetings are alternate 
months, third Tuesdays at Scanti- 
con, 5:30 p.m. 


Attorney Women 


I, has been a struggle for 
women to get recognition on even 
a county bar," says Fay D. Slot- 
nick, president of the Mercer 
County Women Lawyers’ Caucus. 
“Certainly I had the feeling that it 
was a male bar association, and 
many women felt the same way. I 
never felt it was a place helpful to 
me personally. Perhaps because 
the topics didn’t interest me. Per- 
haps because it was a larger group 
and | didn’t feel I had a place 
there.” 

Slotnick entered law when the 
prejudice against women was fad- 
ing but was still palpable. She 
earned her undergraduate degree at 
Temple, Class of ’69, and started 
law school in 1974. “That was the 
first year with significant numbers 
of women, enough women that no 
one felt uncomfortable. But I re- 
member men who spoke up in 
classes that all of we women were 
taking seats away from his friends 
and of course we weren’t going to 
really work. But that was a minor- 
ity attitude.” 

“I had my own practice,” says 
Slotnick, who retired five years 
ago due to health problems, “and 
worked with no one, so for me it 
was an important way to have 
other sources to talk to about 
cases.” 

The county women’s bar asso- 
ciation has about 50 members and 
charges $20 annual dues, plus 
meeting expenses. It promotes the 
education of women and promotes 
women, writing letters on behalf of 
women who want jobs in the state 
or appointments to judges. It hon- 
ors all new judges with an annual 
reception that is sometimes co- 
sponsored by the county bar. 


Mercer County Women Law- 
yers’ Caucus, 194 North Harrison 
Street, 609-921-1262. Fay D. Slot- 
nick, president. 903 Dutch Neck 
Road, Hightstown, 08520. 609- 
426-1794. Meets six or seven 
times annually, $12. 


Women at Home 


lL; you have been corporate gyp- 
sies," says Ouida Walker, presi- 
dent of Princeton Newcomers 
Club, “as children grow, problems 
develop, and some of them are re- 
lated to moving. It is very nice to 
have someone be in the same boat 


“The biggest thing that New- 
comers does is to offer security and 
help. Everyone has a common 
goal, to get their family settled and 
to feel a part of the community, We 
don’t try to develop your skill, but 
we do give you a chance to blos- 
som.” 

The Princeton Newcomers 
meets for lunch at the Princeton 
YWCA on second Fridays and of- 
fers more than 30 monthly interest 
groups plus a young mothers’ net- 
work. A woman can stay in the club 
for three years, then it’s “up and 
out” into an alumni group. 

“It is important to have an outlet 
from the home, to explore your 
own personal needs and fill those 
needs. and to keep you from feel- 
ing isolated,” says Walker. “It’s a 
place to vent and share feelings — 
negative and positive. Sometimes 
you just need someone to complain 
to. 

Walker majored in home eco- 
nomics at the University of Geor- 
gia 68. She is married to Joseph 
Walker, vice president of the Bris- 
tol-Myers Squibb owned medical 
device firm, Convatec. Despite 
seven major moves in 20 years, she 
has been active in Junior League, 
women’s clubs, and other new- 
comers groups. She worked in nu- 
tritional counseling in Boston be- 
fore moving to Pennington several 
years ago. Now Newcomers takes 
up as much of her time as a part- 
time job. 

In all her travels, Walker says, 
she has never seen such a commit- 
ted and successful newcomers 
group. “My next door neighbor 
had been a Newcomers president 
12 to 15 years ago. She commented 
I would really miss something if I 
did not get involved with this 
group.” 

“Because Princeton is such a 
melting pot, you get people who 
are coming from all over the world. 
The need is definitely here. Even 
in Boston we saw people moving 
in, but not to the degree that they 
do here. Some of the women come 
in here and know they are only 
here for a year or two years. They 
are quick to get involved and par- 
ticipate to learn the area.” 

“I had no idea what it would 
mean to our life and to our family’s 
life. The friendships we have made 
have extended to include my adult 
child during holiday seasons.” 


Princeton Newcomers Club, 
meetings at the Princeton YWCA. 
Ouida Walker, president, 609-737- 
6321. Mary Elzy, vice president in 
charge of interest groups, 908-329- 
4032; fax, 908-329-4034. Monthly 
lunch meetings on second Fridays 
at 11:45 p.m. at the Princeton 
YWCA, and social coffees are on 
third Thursdays. There are more 
than 30 interest groups. To join, 
you must have moved to Central 
New Jersey or Eastern Pennsylva- 
nia within the past three years. The 
400 members range in age from 20 
to their 70s and come from a wide 
radius, from Belle Mead to West 
Windsor. Call Laurel Panaga 
(609-895-0067) for Coffee and 
Kids, a “lifeline for young moth- 
ers” that offers four meetings per 
week and has its own newsletter. 


Entrepreneurs 


I cundea in 1978, New Jersey 
Association of Women Business 
Owners (NJAWBO) is the only 
statewide organization of its kind; 
it has nearly 1,000 members in 16 
New Jersey chapters. The objec- 
tives are to encourage ownership 
of business by women, provide a 
voice for them in local, state, and 
federal legislative bodies, provide 


training and assistance, and in- 


crease the visibility of women 
business owners through participa- 
tion in the business community. It 
is affiliated with the National As- 


Ne eo 


sociation of Women Business 
Owners. 

To celebrate Women’s History 
Month and the 75th anniversary of 
the passage of the 19th Amend- 
ment to the United States Consti- 
tution — granting women the right 
to vote — NJAWBO is conducting 
a “Woman Leaders” contest. 

Any organization can nominate 
a “Woman Leader” from the pri- 
vate, public, or non-profit sectors. 
Awards will be presented at a 
luncheon on Friday, March 10, at 
the Somerset Marriott. For a nomi- 
nation form, call 908-707-0173 or 
fax 908-707-1213. The deadline 
for submission is January 20. 


New Jersey Association of 
Women Business Owners 
(NJAWBO), 908-707-0173, fax, 
908-707-1213. Suzanne Pease, 
state president, c/o Harriet Naz- 
arete, administrative director, Box 
6336, Bridgewater 08807. 

Middlesex Chapter, Ellen Sil- 
verman, president; LaurieBeth 
Goldman, vice president, 908- 
463-0432. Reservations: Joan 
Oldsey, CRT Support Corp, High- 
way 35 North, South Amboy 
08879-2065, phone 908-721- 
3030. The chapter has 110 mem- 
bers, and dues are $145. Meetings 
are on second Mondays or Tues- 
days at the New Brunswick Hyatt. 
The next meeting is Monday, Feb- 
ruary 13, at 6 p.m., $30. 

Hunterdon/Mercer president, 
Marty Brown, 908-996-6988. 
Reservations, 908-788-5335. 
Meetings on fourth Mondays or 
Tuesdays. 


Female Executives 


M.. have a very long history 
of belonging to a network," says 
Kathryn Shepard-Mervine, 
president of Central Jersey 
Women’s Network, “whereas 
women sometimes look upon each 
other as competitors. We are 
harsher on each other. Have you 
ever heard anyone say, ‘I would 
never work for a woman?’ What | 
would like to see is moving beyond 
seeing each other as competitors 
and seeing each other as allies.” 

The Central Jersey Women’s 
Network is associated with the Na- 
tional Association of Female Ex- 
ecutives (NAFE). “A benefit of be- 
longing to a local network is that 
your dues are half what they would 
be nationally,” says Shepard- 
Mervine. “We have a very friendly 
accepting group that allows 
women to come in, use their tal- 
ents, and grow. We get compli- 
ments on the programs and the 
warmth of the group.” 

A Miami native, Shepard-Merv- 
ine majored in marketing at Pace, 
worked on Wall Street, and then 
went into consulting. Now at Com- 
puter Associates International on 
Orchard Road, she is telecommu- 
nications manager for Princeton 
and nine other sites. Her husband, 
Jack Mervine, is at the Plasma 
Physics Lab. 

Shepard-Mervine also belongs 
to the National Organization of 
Women and has been active in the 
homeowners association of the 
Brittany townhomes in Plainsboro, 
“Everyone has to find what fits 
them. I personally think there are 
not enough of these groups. 
Women who belong to more than 
one — that’s fine. Someone I met 
through the national directors 
group said that women should 
have three types of networking 
groups: a general group for women 
of all types, a social one as in a 
homeowners association, and a 
spiritual one, which might be at a 
church or synagogue or a support 
group.” 

Networking can’t be accom- 
plished by coming to one meeting, 
she warns. “W* hed one woman 
come with a to all, incorrect per- 


ception. She didn’t find a job and 
she didn’t come back. Networking 
is a lifetime endeavor. Take the 
membership list, call a member, 
make a date for lunch, network 
over the phone, share your exper- 
tise, gain your expertise.” 

“We live in very very busy 


times. Now that there are more and_. 
more women in the workplace, 


there are a lot of pressures on them. 
They run a home, maybe they are 
going to school, To take that time 
out and give the gift of networking 
is very hard, because they have to 
pull away. but they need it. 

“At my first board meeting, I 
said I want the energy and support 
and the fun we have at the board 
meeting to come through at every 
meeting. That was our goal and we 
did it. One thing we make sure of 
is that guests are not relegated toa 
side table. 

“People have gotten jobs, all 
kinds of wonderful things. I really 
think it’s the spirit. 

“One of the things we laugh 
about is how differently men ap- 
proach problems and how women 
can support each other rather than 
go to their spouses or boyfriends. 
Without fear of any reprisals, they 
can come and talk about it if they 
feel they are being harassed or dis- 
criminated against. And maybe 
they are not — but this gives them 
a place to talk about it.” 


Central Jersey Women’s Net- 
work, Box 222, Plainsboro, 
08536. Part of the National Asso- 
ciation for Female Executives. $35 
annually including national and lo- 
cal membership. Networking op- 
portunities and social service pro- 
jects for professional women. 
Meetings third week of each 
month, September through June, at 
the Palmer Inn. The next meeting 
on Tuesday, February 21, is on 
crime prevention. $25. 


Other Groups 


be organizations share the~ 


same general goals: networking, 
education, and professional devel- 
opment. Not included are such ad- 
vocacy groups as the American As- 
sociation of University Women, 
League of Women Voters, and Na- 
tional Organization for Women. 


Executive Women of New Jer- 
sey, Box 2056, Red Bank 07701. 
Mary Jane Meehan, president. 
Contact: Lynn Shapiro, 908-530- 
4098. Sponsors dinner programs 
with women speakers, scholar- 
ships for women. Meets five times 
a year, September through May. 


Insurance Women of Mercer 
County, Judy Cook, Vik Broth- 
ers, president. Hamilton Elks 
Lodge. Karen Fabil of Rue Insur- 
ance, public relations, 609-586- 
7474. “Anti Violence Campaign,” 
Maryann K. Bielamowicz, 
county prosecutor, Wednesday, 
February 1, 5:30 p.m., $20. 


New Brunswick Business and 
Professional Women, 150 Willow 
Street, East Brunswick 08816, 
908-257-6017. Kay Bolyog, con- 
tact person. Third Tuesdays at 
McAteers. 


Princeton YWCA, Business 
Women’s Breakfast series, 609- 
497-2103. Usually last Wednesday 
of the month. 7:45 a.m. at the Pea- 
cock Inn, $10 for members, $14 for 
nonmembers. January 25. 


Society of Women Engineers, 
120 Wall Street, 11th Floor, New 
York 10005. 212-509-9577; fax 
212-509-0224. Chapter president, 
Brenda Flam, 908-274-4734. © 


Professional Secretaries In- 
ternational, membership chair 
Carol Hawkes, Markowitz & Vin- 
dler, 3131 Princeton Pike, 
Lawrenceville 08648, 609-896- 
2414. Kim Ponzio, 609- 
Second 
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